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style. To get the extra price for high style, the 

shoe must be better than common garden variety 
—it must tickle an appetite that knows what the good 
things are and senses the unusual. 

This has been a steady style Spring—anything in 
good style saleable. A diversity of materials from 
patent to white jade in leathers, and every known ma- 
terial from straw to crépe-de-chine. Perishable foot- 
wear for feet on display and durable footwear for feet 
at work, all have had a place. 

The protective impulse at retail has been to be cov- 
ered on everything—in sampling system—to be ready 
for the style dollar, whichever way it might roll. Pumps 
opened early but straps soon followed, and sandals are 
just ahead. A mild 
activity in each with 
no “bulge” on any 
one stock or color. No 
one style “hot,” for 
interest in footwear 
has been as slow as 
the weather. 

All the talk about 
black is subject to a 
consideration of pro- 
portions. Remember 
that all stock is bal- 
anced with approxi- 
mately 50 per cent of 
black on hand at all 
times. The remain- 
ing 50 per cent is 
only subject for style 
debate. Some stores 
run as high as 75 per 
cent blacks the year 
around, but rarely 


Prise. 7% feminine favor is a fickle thing in high 


hot months of summer. 


The South has proved by test the popular approval of spicy foot- 
wear in colors and fabrics to brighten shoe selling during the. 
A new season extends from June 25 tc 
August 25—with red-hot styles for summer sports wea” 


does a store drop below the 50 per cent black mark. It 
is to be expected that no one color will appear in May, 
June, July and August. Some merchants will buy only 
colors from now on. 

Patterns—if in good taste—are equally as saleable in 
straps, pumps, step-ins and oxfords, but with more cut- 
outs and less outer material. The new season makes 
this change in high-style footwear imperative. It takes 
real cleverness in pattern work to evolve a new and at- 
tractive seller, and for a time smart, saucy patterns 
will lead all other interest—except novelty colorings. 

Look for a splash of high color—reds, greens, blues, 
pinks and the like, as spice for the window and a new 
talking point for the floor salesman. As George Golden, 
newly elected president of the Southeastern Shoe Re- 
tailers’ Association, 
says, “After a lady 
has seen the first 
flash of shoes of a 
season in the soft 
colors, she wants to 
get an eye-thrill—so a 
red shoe serves the 
purpose of brighten- 
ing up both windows 
and stock. The lady 
may not buy the red- 
hot number, but she 
has at least been com- 
plimented by your 
showing it to her. 
The same with suedes 
in the Fall. The 
South has never been 
very keen on suedes, 
but after the cus- 
tomer has been shown 
kid and calf, she 
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Why 


Oxfords 


for 
Fall 


for instance? 


HAIRMAN McNEIL: 
Mrs. Jeffries, would you 
just make a few remarks 

on that program? I might say 
that we were favored in our 
meeting yesterday by having 
two ladies join us in our dis- 
cussions, which is something 
we have not had before, and we 
think that by doing that we 
have got the feminine view- 
point into this style recommen- 
dation. 


MADAME JEFFRIES: I 
sat in at this meeting all day 
and we considered it with great 
seriousness because of the price 
of leather and the keen compe- 
tition, and we thought of 
everything from a _ volume 
standpoint, besides high style. 
Now on one or two occasions 


BOOT AND SHOE RECORDER 


Following the consideration of the com- 
mittee’s recommendations for Fall at the 
Styles Conference in New York, April 12, 
an intensively interesting discussion was 
led by Madame Hamilton Jeffries, Fashion 
Advisor of the BOOT AND SHOE RECORDER. 
Its object was to show the various style ele- 
ments in clothes which had been taken into 
consideration in determining what types of 
shoes should be worn. This almost verbatim 
report of the discussion serves not only to 
show the thoroughness with which the com- 
mittee does its work, but also serves to de- 
fine certain fundamental style laws or prin- 
ciples governing the relationship between 
costume, its color, texture and silhouette 
on the one hand; and, on the other, the shoe, 

its color, material and pattern. 


April 28, 1923 


this. We styled it on the 
browner tones because hats and 
millinery are coming through 
on those deep Java tones, and 
in the weaves of the mills we 
find that there is a purplish 
cast which takes a brown effect 
when mixed up with the other 
colors. So this Java brown is 
a very good color for you to 
anticipate for volume wear in 
Fall things. 


MR. KING: Wouldn’t it be 
well to explain to the people 
here that the thought behind 
all these recommended shoes is 
the kind of clothes that are go- 
ing to be worn for different 
occasions? The types of 
women’s clothes had quite a 
good deal to do with the sug- 
gestions that were formulated. 


CHAIRMAN McNEIL: Mr. King asked for a slight 


we have allowed the volume thought to come ahead of 
high style because from an economic standpoint we 
must think of price and we must think of volume, and 
in styling our shoes we have tried to think ot a shoe 
that would go with, not one costume or two, but that 
could complement eight or nine costumes. 

Now this Oxford thing is the result of tweeds. 
Tweeds will register again in the Fall. They will be 
ensemble types and heavy knobbed materials, covert 
types, and these soft, spongy weaves. Naturally, we 


give you an Oxford with that because it will be an even _ 


hem line of these daytime suits that we wear for town, 
and about the shopping district we always have an even 
hem line, and naturally an Oxford will go very well with 


explanation of why we adopted those things. Madame 
Jeffries and another young lady who was there told us 
of the types of women’s clothing, and in making our 
recommendations on all of these things we have very 
seriously considered the woman’s clothes, so that when 
we put these recommendations through they were really 
what the committee thought were the right things to 
have with the type of clothes that the women are going 
to have for Fall. Now Mr. King speaks of the unevel 
dress line. I think Madame Jeffries knows about that. 


MADAME JEFFRIES: The uneven hem line is an 
afternoon effect, but for your daytime suit you will have 
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probably the shorter coat, the coat a little below the hip 


line or the three-quarters coat, and you know in building 
your body fashion, you style it in three sections, and a 
woman always wants a length of leg, so she gets that 
by this shorter coat, and you can employ an Oxford in 
this styling with great effect. It gives the woman the 
right proportions. If you put on a strap pump, that is 
all very well, but for Winter wear with the coat that 
is a bit shorter, and taped as we are having it this Fall, 
you will find the Oxford type will be a volume sale, I 


CHAIRMAN McNEIL: In covering Oxford effects, 
and we mean by that tie shoes, not necessarily a 
straight, regular Oxford, there are several different 
kinds. Take the Peel Tie, or you may take cut-out ties. 
Madame Jeffries will explain to you now what we meant 
by the uneven hem line which requires a dressy type 
shoe. 


MADAME JEFFRIES: When you style your Ox- 
fords for your sport wear or your general use, you style 
them with an even hem line, but when you go into day- 
time you get a little different type of woman. Remem- 
ber, the sports wear comes from England, so you get the 
tailored type, but afternoon dress is styled in Paris and 
you get this new feminine woman who is wearing a bit 
of lace and drapery and jabots and pieces on the side, 
uneven hems and pull-ups and all sorts of different little 
angles to break the figure line. 

Now, be very careful in styling your shoes that you 
don’t work against these lines. Study the dress lines 
very carefully. That is why we recommend a pump so 
strongly, because you can’t go wrong on pumps, and on 
trimmed pumps, no matter what happens on the dress 
line. That is a thing to be notated. Then on your 
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browns, remember that you can build in three tones. 
You can build the body of your shoe one color, your in- 
lays another color and trim with another, leaving your 
heel a lighter tone, and then you have covered eight 
or nine of the dressy ensembles, where otherwise the 
shoe would be sold for only one type of dress. If you 
want to do volume business, there is an answer. Com- 
bine your three tones of brown or two beige and brown 
or gunmetal, black and blue and you have an answer to 
your volume business. 

Now you notice we put black patent in for an after- 
noon dress. We were a little upset at this because real- 
ly it isn’t high style to wear black patent with after- 
noon clothes, but in this moment when the shoe trade 
is in such a strait and when leather is hard to get and 
when we really have to watch the costs, we allowed 
patent for that reason, and you will find that black 
patent leather will stand a great deal of styling. You 
can put other materials with it, but leave the body of 
it black patent and dress it up and you have a chance 
to make your quick turnovers and you won’t have very 
many p.m.’s on that. 


CHAIRMAN MCNEIL: Are there any questions on 
this report on the types for dressy and informal wear? 

MR. HOSKINS: I don’t seem to get a very clear 
idea of whether it will be a season of contrasts or not 
contrasts. 


MADAME JEFFRIES: Absolutely, contrasts. I 
would like to say that any retailer, wholesaler or manu- 
facturer or tanner, anybody in the shoe business who 
wants my services can get them at any time and I shall 
be only too happy to give it to them. 

(Note—A vote of thanks to Madame Jeffries for her 
assistance was adopted unanimously.) 
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WO schools of thought regarding interior store 

arrangement and decoration—the first that the 

store should be as attractive as possible; and 
the second, that it should be as practical as possible 
—now have been merged into one. The best stores 
now choose their fixtures with an eye to beauty and 
arrange them so that selling may be made as easy as 
possible. 

Nowhere is this more in evidence than in those 
shoe stores and shoe departments where earnest effort 
is made to sell accessories as well as shoes. 

Take for instance the shoe department pictured on 
this page—that of Stern Bros. on Forty-second Street, 
New York City. To the arrangement of this depart- 
men is attributed in no small measure, the success 
which it enjoys in the sale of shoe ornaments. 

The large accessory display case is visible from 
practically every section of the department. That 
is in conformance with the first law of interior dis- 
play which says that your displays must be so placed 
as to be seen from as many points as possible. 

Furthermore, as will be noted in the close-up picture 
of the case, the wall back of the case has inset display 
cabinets in which are displayed those types of foot- 
wear which naturally call for the use of such ornaments 
as are shown in the glass counter display. 

If a woman is interested only in shoe ornaments, she 
goes to the ornament counter. There, while viewing 
the ornaments, she also sees shoes and it requires very 
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little imagination to visualize a shoe sale as well as an 
ornament sale. 

Or, if she has bought shoes, it is only a step 
where she may be in the department, to the ornament 
counter, where she can try ornament after ornament 
on her newly purchased footwear before they are 
wrapped. 

And here is something else to note. The shelving 
back of the ornament counter can be used for one 
pair of each kind of shoes carried in stock. That is, 
one pair of shoes which normally need ornaments, oF 
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10 
hall Accesscrits 


Arrange Your Intertor Display so that the 
Customer Can Have a Demonstration 


Before She Buys 


with which ornaments could be worn to advantage. 
Even if the shoes in this shelving are not in a full run 
of sizes, nevertheless they can be used to demonstrate 
the effectiveness of the various accessories. And that 
without moving more than two or three feet from the 
display case in which these accessories are housed. 
Another feature to be noted in this Stern Bros. 


good, first in order to confirm the good impression made 
by the windows; and, second, because if the window 
has aroused interest in one type of shoe, the interior 
may easily arouse desire for a second with the result 
that a two pair sale may be made. But even if that 
is not the case, interior display can be uséd by the 
prospective customer to identify for the salesman’s 


department, and it is empha- 
sized also in the Krupp & 
Tuffly department below, is 
the wealth of interior dis- 
play. 

Window display by itself 
cannot accomplish the whole 
job. At best it can but 
arouse interest and desire, 
both of which may easily be 
destroyed if the interior and 
its furnishment do not live 
up to the promise made by 
the windows on the street. 

Interior display must be 


The photograph below, showing the shoe depart- 
ment of Krupp & Tuffly, Inc., in the new Dolla- 
hite-Levy department store in Houston, Tez., 
has an arrangement somewhat similar to that in 
the Stern Bros. store, although the appearance 
is very different. The department is on the first 
floor and is fitted with fixtures of silver oak. 
Seats of carved oak are covered with brightly 
colored tapestries and fitting stools match the 
chairs. The buckle display cabinets are so placed 
that they can be seen from almost any part of 
the rear section of the store. Jake Minchen is 
manager, assisted by F. McNutt and Joe Kaplan. 


benefit, the window shoe 
which attracted her atten- 
tion. 

Neither men nor women 
customers get any great kick 
out of being escorted to the 
sidewalk by a salesman for 
the purpose of identifying a 
shoe in the window. After 
they’ve entered the store, 
they want to stay there until 
they have reached a decision. 
By displaying shoes inside 
as well as in the windows 
you aid the customer. 
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Getting More Shoes Sold Right 
Salutations to Our Fellow Editor 


WENTY-TWO years of contact with men in 

the shoe industry is no small part of adult life, 
and no small opportunity for gathering friend- 
ships. To James H. Stone, fellow editor, who now 
goes into new service, as manager of the National 
Shoe Retailers’ Association, we extend hand-to- 
hand salutations, and to the merchant craft at large 
we extend congratulations upon their selection of 
so splendid an official. 

In his many years as editor of The Shoe Retailer 
he has ever been an inspiration and example, for 
he has always possessed a charm of personality 
and a vigorous impulse of thought and purpose. 
He has always enjoyed talking to merchants in con- 
vention, in fact, he was present at the birth of the 
National and has never missed a meeting. He 
will now have official opportunity to put into prac- 
tise those high ethics which he has always 
preached. 

A man will develop a love of the game in any 
business in which he is led to assume a responsi- 
bility, to take personal initiative, to feel he is cre- 
ating something worth while, and we know “Jim” 
will vigorously express himself in his work. He 
has a great background of inter-trade contacts that 
will prove of great value in his new work. 

Trade activities have played a major part in his 


Curcaco 
189 W. Madison St. 


' life and yet with all these responsibilities upon his 


time and thought he found opportunity for contact 
with struggling human life’as a member of the 
Board of Overseers of Public Welfare in Boston. 
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A business paper editor is primarily a teacher— 
one who selects and transmits useful ideas and 
ideals to receptive readers; for them to profit by. 
“Jim” Stone will find his training at the editor’s 
desk immensely valuable to his new work of teach- 
ing and transmitting collective effort. 

There is much to be done—for association lead- 
ership is a heavy responsibility, but “Jim” Stone 
is well fitted for the big part he is now called upon 
to play in the self-government of a very important 
branch of the industry. 


Style Tolerance 


NEW receptivity to style is being noticed on 

the part of the public. Red shoes were first, 
window shoes. Other high colors followed. First 
interest came slowly. These highly spiced novel- 
ties were considered eye-teasers and were an indi- 
cation to the public that the store was alive. 

Then, in Texas, where style comes red hot from 
the wildest designs, the reds, greens and blues 
fitted into the picture as a punctuation of red hat 
and shoes and other colors in similar twinship with 
printed silk dresses in very loud designs. The top 
and bottom colors had the effect of toning down 
the wild designs in the dresses. 

Now come white felt, straw and silk helmet hats 
and by the same rule of style, white pumps and 
straps. The link-up is particularly good and gives 
promise of a mid-summer smartness. 

Meanwhile, many Indian prints have been fash- 
ioned into shoes to be worn with plain colored 
dresses. Their day is still to come, for summer, 
even in the South, is but a name for future weath- 
er delivery. 

In all these new things, carry store enthusiasm 
along with your purchases. Remember, the sea- 
sons this year are much misplaced. March weather 
carried over into April and spring, as a national 
feeling, isn’t due until May. Also remember last 
year’s September, which was summer at its best. 
When weather is misplaced, why stick to the mer- 


chant made grooves of styles in calendar season? 
The place for these new shoes, in colors, in 


fabrics and in fancy designs, is in every store for 
May, June and July. These are three splendid 
months for such shoe selling. Yet, in many parts 
of the country merchants get “cold feet” and start 
sales “to get out from under” instead of holding 
to a good style and getting the most out of it. The 
public is not ready for highly spiced styles as yet. 
Stick together and hold together for the most un- 
kind cut of all is that of the first store to step out 
of line with a timid clearance. 

What is there for mid-summer salability if these 
novelties are sacrified before the public has had 4 
desire developed for such seasonable numbers? 
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No Standardized American 
Taste 


YOUNG man, just resigned from his job as 

manager of a chain shoe store, gave vent 
to the following in course of a conversation with 
a RECORDER man: 

“Yes, I have quit. It was a pretty good job but 
it didn’t seem to be getting me anywhere. I 
couldn’t get any stock in the company and that 
has been a sore spot with me for a long time. I 
don’t want to go on working all my life at a salary. 
I want to own something in the place I work. My 
ambish is to own a store of my own, of course. 
But, in this chain job I was only a hireling and 
part of a machine. 

“The thing that got my goat worst of all was 
that I had absolutely no say in anything. My 
opinion as to styles and patterns was never asked 
for. I knew better than anyone else what the girls 
in the town were wanting in the way of shoes. 
I might have told my bosses something if they 
would have only listened. But, I know they cannot 
buy shoes to suit the demands of every town they 
have a store in. They have to standardize. That 
means that every store they own carries the same 
shoes exactly. No matter what differences there 
may be in the towns as 
far as people are con- 
cerned the same shoes 
are dished up to them 
all alike. 

“This town where I 
held the job was a sort 
of educational center. 
There was a junior col- 
lege, several high 
schools, a girl’s acade- 
my, and the usual run 
of grammar schools. 
That means that girls 
are inclined to be col- 
legiate. Did I get the 
kind of shoes that ought 
to be offered to girls of 
that kind? No, I got m 
shoes that were bought 
in volume from manu- 
facturers who live on 
volume production. And 
that is why this store I 
have just quit has been 
running into red ink 
and why I have been 
fussed at and hounded 
by the bosses of the 
chain. The whole secret 
of it is that you cannot 
standardize the shoe 
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The ‘Reason Why 


OFFERMAN’S 
Faribault, Minn. 


Inclosed find check for a two years’ subscription. 
You certainly put out a mighty fine magazine. I 
have read every issue of your magazine for the last 

’ seven years, and I can truthfully say that I have 
| learned more from same regarding shoe fitting and 
shoe merchandising than I would have from twenty 
years of actual experience. 
Sincerely yours, 
(Signed) J. H. MEYERS, 
A Youthful Shoe Buyer. 


Mr. Meyers is a shoe buyer after our own heart. 

He has an open mind and is ever ready to store 
away more practical and useful shoe knowledge. 

So long as he is anxious and willing to learn, just 
so long will he continue to grow more valuable to 
his firm and to himself. 


Torr. TEE 
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business. There are too many people of too many 
different minds. And no two towns alike anywhere 
in all this great country.” 


Not Your Likes—But Hers 


HE average man thinks, acts, reads and inter- 

prets things as he wants them to be. If he is 
of a certain political faith he will think in the 
terms of his party’s teachings. The same is true 
of a man’s religion, his daily habits and diet. If 
he likes corn beef and cabbage he will sell himself 
the idea that corn beef and cabbage is a healthful 
diet—no matter what the doctor or dietitian may 
tell him. And so it is many times in the conduct 
of a shoe store. A merchant forms thinking habits 
and may stick to a certain line of thought until it 
breaks him. He may adopt the ideas of some other 
merchant in a city far away and follow that lead 
until he is busted. 

What the shoe business needs more than any- 
thing else now is investigation of its problems. 
But did you ever hear of a trade observer or in- 
vestigator in the shoe business? What service 
compares with a man or woman employed to travel 
about, asking questions, watching things, making 
notes, gathering data, or in any manner accumulat- 
ing information that 
might benefit any group 
of manufacturers or re- 
tailers? 

Trade _ investigators 
for other lines of busi- 
ness have been sent 
abroad to see what is 
going on. Certain 
manufacturers employ 
trained investigators to 
get out among the peo- 
ple and learn first- 
handed what the great 
buying public is saying, 
thinking, buying or re- 
jecting. Would it not 
be an excellent idea for 
the shoe trade to find 
out from the people just 
why they are so indif- 
ferent to shoes? Would 
it not be well to depend 
upon the results of a 
careful, well-planned 
investigation rather 
than to take the opin- 
ion of individuals who 
are only guessing? Get 
to thinking along lines 
of individuality instead 
of in a rut? 
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Carrying Style Shows 


Revues Showing What's What in Footwear and Hosiery 
Now an Accepted Method of Advertising for 
Individual Merchants or Groups 


ERE, there and everywhere the nation is learn- 
H ing the lesson of footwear style through the 

medium of the show. ‘“What’s What in Shoes 
and Hosiery” has played to tens of thousands during 
the past few weeks, from the Atlantic to the Pacific. 

Carrying the style show to the public is an old idea 
which has been modernized and correspondingly popu- 
larized. It’s been done in former years, but not with 
the elaborateness or the sumptuous settings of the 
spring and summer, 1928, shows. 

The large audiences now attend shoe style revues for 
the same reasons that they patronize the movies—be- 
cause both are entertaining and different and colorful. 
Just as every film producer is constantly presenting 
something new in a thought or decorative motif for 
each one of his plays, so does every shoe style revue 
creator present his ensembles of gowns and coats, and 
heau-to-foot accessories, with an increasingly unique 
and human interest appeal. 

To illustrate, Gimbel’s of Philadelphia recently ran 
a style show that averaged an attendance of 5000 in 
the morning and 6000 in the afternoon. It was the ex- 
perience of those who staged the style show that it re- 
sulted in direct sales. The first day’s session was 
simply a parade of models. The show really became 
effective when a woman stylist arose and explained the 
costumes and the footwear which the models wore with 
these gowns and hats and coats and the occasion for 
which they were adapted. 

A little later Madame Hamilton Jeffries, fashion ad- 
viser of the BOOT AND SHOE RECORDER, put over a won- 
derful show in the world’s largest ballroom, that of the 
Hotel Stevens in Chicago. The Daily News Service 
took moving pictures of the big event, which is now 
being re-enacted filmwise in 60 different cities of the 
country. 

From Atlantic City, a week or two before Easter, the 
fourth annual shoe style show, sponsored by the Atlan- 
tic City Shoe Retailers’ Association, was held at the 
Hotel Chelsea, on the Boardwalk. C. Joseph Rose, buyer 
for Murray’s Smart Shoes and a member of the A. C. S. 
R. A., reports an attendance of approximately 2500. 
This shown was broadcast over WPG, the retail shoe 
merchant cooperators giving fifty pairs of a certain 
brand of hosiery to the first fifty “listeners-in” who sent 
letters to the above-mentioned radio station stating 
that they had tuned in on the show. About 700 replies 
were received. 

A ten-minute radio talk on colors and hosiery styles 
was given by Miss Helen Louise Reed, representing 
Ruby Ring Hosiery. Every member of the association 
was assessed $5, bringing in, with a special advertising 


feature, a revenue of $750. The actual cost of putting 
on the show, including hotel runway, stage scenery, 
models and printing was approximately $555. 

Each member of the association was given three 
runway displays and, in addition, had booths in the 
hotel foyer. The newspapers of the town gave the retail 
shoe merchant members libera! publicity, and about 
219 inches of display advertising space was used. 

The beautiful Colonial ballroom of the hotel was 
brilliant in a sparkling silver cloth background for the 
big parade of fashionable footwear. The runway show- 
ings were divided into three sections—daytime wear, 
sport and evening. Black velvet draped in graceful 
folds ornamented the runway. The style showings were 
interpolated with vaudeville, followed by dancing. Sol 
Stein acted as master of ceremonies. 


FROM THE ASSOCIATE MEME 
RBEHINO THE SCENES ‘J 
NOW ALL TOGETHER Bo 
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A group of professional models who 
helped put over the style show of the 
Atlantic City Shoe Retailers’ Asso- 
ciation, held at the Hotel Chelsea just 
before Easter. The attendance was 
good and the results more than good. 
At the bottom of the page is shown 
what the local newspaper cartoonist 
did to the committee of merchants 


Members of the Atlantic City Shoe Retailers’ Asso- 
ciation participating in the shoe revue were: Atlantic 
Bootery, Bachrach’s Walk-Over, Blue Bird Footwear, 
Boston Shoe Store, Cantilever Shoe Shop, Dr. Kahler 
Shoe Shop, Fashion Shoe Salon, Figo-Laird, Schober & 
Co., Friedman’s, Hanan Shoe Store, Harry Latt’s, Kat- 
zinger Brothers, Liberty Shoe Shop, M. E. Blatt Co., 
Murray’s Smart Shoes, Preis’ Department Store, 
Schwartz Family Shoe Shop, Singer’s Fashion Shoe 
Shop, Style Shoe Shop, Williams, Inc., and Youtie’s. 
Albert Freeman was chairman of the general commit- 
tee in charge of the successful event and was assisted 
by William Schwartz, Sol Stein, B. D. Goodfriend, Max 
Rubin, George Minnery J. A. MacDonough and C. J. 
Rose. 

From Boston comes news of a record-breaking group 
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of 4000 men and women who taxed to capacity the big 
ballroom of the Elks Hotel to see the magnificent style 
revue staged as the first part of a minstrel show with 
third part dancing, by Retail Shoe Merchant H. P. 
Bluestein, manager of Wilbar’s, his fourth annual 
fashion footwear event. 


’SHEA’S, one of the leading department stores of 

Laconia, N. H., opened its new Boot Shop and Chil- 
dren’s Shoppe with music, special features and models 
to a crowded house. 

“Modern and Old-Time Costumes” in “Ye Easter 
Parade” of colorful gowns and harmonizing footwear 
were presented the other night by the Brockton ( Mass.) 
Woman’s Club to a large audience of the leading so- 
ciety women of that city. 
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New Ward Store 


Loes 


Modernistic 


New Art Reaches High Point in 
Latest Fifth Avenue Shoe 
Shop for Men Only 


est John Ward shoe store for men at 555 Fifth 

Avenue, New York, were broken and laid end to 
end, it would puncture every one of Henry Ford’s new 
cars. Here’s hoping that small boys with baseballs keep 
away from the new store front, for it is composed en- 
tirely of glass. The store front and entrance is in the 
style of a huge sun reflector with an observatory dome, 
inside, both pieces finished in mirror tile for the pur- 
pose of double reflection. The huge glass-enclosed case 
under the dome is made from the largest piece of curved 
plate glass in the world. The first question that be- 


[- all the glass used in the construction of the new- 


Even the chairs have gone futuristic. Note the modernistic wall paintings 
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An entrance composed of little but glass, showing the circu- 


lar display window in center 


holders ask is “How do they trim the window?” The 
answer is easy. The floor of the window is raised and 
lowered by an elevator. A spare floor is dressed and 
ready—the elevator is lowered, the old floor rolled off, 
the new one rolled on—and the elevator is raised. Time 
—one minute. Speed and modernism. 

Let’s step inside. Modern modernistic treatment. 
Side wall panels by picturing New York life and scenes 
in the modernistic spirit by Martha Bensely Bruere of 
Vanity Fair and New Yorker fame. Concealed light- 
ing fixtures for the most part, but where they show— 
again white glass in the modernistic manner. Even the 
chairs have gone modernistic, as can 
be seen from the picture. Breath- 
taking in its daring—but beautiful, 
no end. Quite the most unique shoe 
store in the country so far as fittings 
and decoration is concerned. You 
must see it the next time you’re in 
New York. Richard Havelin Smythe, 
the well known architect, conceived 
the new shop. 

The Melville Shoe Corporation, 
which owns the shop and leases the 
entire building from the Oceanic |m- 
provement Company, a holding com- 
pany for the British Royal family, 
also operates the Rival and Thom Mc- 
An chain stores. Just fancy, paying 
rent to King George! 

The John Ward stores in New 
York are all unique. The Forty- 
second Street shop is a reproduction 
of the courtyard of an old English 
inn, with real stone flagging, oak 
tables, chairs and other period fur- 
nishings. The new Fifth Avenue 
shop, however, is a step ahead of 
anything else in town. 
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0A Aboard 
for 


BROOKLYN 
SHOW 


S Al Jolson used to remark mid-way in one of 
A i shows, “You ain’t seen nuthin’ yet.” Brook- 
lyn style shoes in the past have been mile- 

stones in shoe history. The Brooklyn boys are out now 
toerecta monument. Like the circus, the Brooklyn style 
show on May 21, 22 and 23 at the Hotel Commodore, 
New York, will be bigger and better than ever. Break- 
ing of all previous records in the point of exhibits is 
already assured, for forty shoe producers have signed 
up to show their wares on the run-way and in sample 
rooms on the twelfth, fourteenth and fifteenth floors of 
the hotel. In addition to this, twenty-five leather, buckle 
and accessory manufacturers will have exhibits in the 
hotel. There is room for a few more 
but the space is going fast. 

A style revue will be given each 
afternoon and night on Monday and 
Tuesday, May 21 and 22, while but 
one revue, at night, will be given on 
Wednesday. This will be in con- 
junction with the banquet, at which, 
in addition to the style revue, there 
will be an entertainment by profes- 
sional talent. George Miller is ar- 
ranging this, and you know George! 

The committee in charge of the 
show consists of Theodore Cramer, 
general chairman, invitations, mod- 
els and runway; E. H. Strassburger, 
hotel arrangements, costumes, etc.; 
George Miller, entertainment, light- 
ing, etc.; Justus J. Lattemann, ban- 
quet; Emanuel M. Grossman, pub- 
licity; Herbert Posner, program, and 
Albert C. Griffin, reception. 

Here are the shoe firms who will 
exhibit at the style show: 

J. Albert & Son, Julius Altschul, 
American Shoe Company, Artistic 
Shoe Company, Geo. W. Baker Shoe 
Company, Beker & Friedman, Canti- 
lever Corporation, Cardone & Baker, 
Clarendon Shoe Company, J. & T. 
Cousins Company, John Cramer & 
Son, Inc., Elbee Shoe Company, Elco 
Shoe Company, Fred A. Eyre & Com- 
pany, Inc., A. Garside & Sons, Inc., 
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Beauty, 

in all sizes, 
will reign at 
the Brooklyn 
Style Show 


Andrew Geller, Inc., Griffin-White Shoe Company, Julius 

Grossman, Inc., Heim & Doremus, Wm. Henne & Com- 

pany, Inc., F. S. Kauder Shoe Company, J. J. Kozak & 

Son, J. J. Lattemann Shoe Manufacturing Company, 
Inc., Lax & Abowitz, Leo’s Shoes, 
Thos. D. Mackey Shoe Company, 
Meyer Bros. Shoe Company, I. Mil- 
ler & Sons, Inc., Pincus & Tobias, 
Inc., Dr. A. Posner, Shoes, Inc., Pre- 
mier Shoe Company, Schwartz & 
Benjamin, Strassburger-Stiles, Inc., 
Charles W. Strohbeck, Inc., Seymour 
Troy & Company, Inc., Tull & Gor- 
don, Unity Shoe Manufacturing Com- 
pany, S. Waterbury & Son, Inc., M. 
Wolf & Sons, Inc., Wolnicar Shoe 
Company. 

Among the leather, accessory, etc., 
manufacturers who have signed up 
for space are: 

Bayer Brothers, Silas Musliner, 
Frank Hecht & Company, L. A. 
Myers, Jr., Amalgamated Leather 
Company, Propper Silk Hosiery Com- 
pany, Saidel Murray, Inc., Waldes- 
Koh-i-nor, E. J. Winter, Alfred Hale 
Rubber Company, R. F. Ballou & 
Company, I. L. Cracovaner, Hoague- 
Sprague Corporation, Germanic 
Leather Products Company, Sam 
Shapiro, Dunbar Pattern Company, 
Frank C. Meyer, Stewart & Potter, 
Deutch & Woodward, N. Y. Last 
Company, Charles I. Rockmore, Leon 
Weil, and N. Bequie. 

Admittance to the show will be by 
invitation only. These invitations 
are being mailed now. 
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CRAZY 


The Retail -—Advertisements Shown Here Keep in Step with 
the Times and Do Not (arry Freakishness so Far 


as to Subordinate Shoes to Decoration 


T so very many years ago, 

the very best advertising 

layout on earth was the 

picture of a shoe, the price, and a 

few words of harmless copy on the 
merits of the shoe itself. 

We have traveled far since then. 
First the cubists had their fling, and 
now the modernists are at it again. 
The trouble is that, whereas the 
modernist ideas seem to fit excel- 
lently well into the picture when 
window display is being planned, 
they do not work out so well in re- 
tail advertising. 

In window trimming, we are work- 
ing with three dimensions. If we 
place a black suede slipper on a sil- 
ver cube against a background of 
light blue all shot through with zig- 
zaggy effects, the chances are that 
the shoe will still dominate the pic- 
ture, as it should, particularly when 
a spotlight is played on it from the 
side or a floodlight from above. 


UT try the same thing in a re- 

tail newspaper advertisement. 
You are working with one dimension, 
a plain flat surface, and everything 
is on the same level, so to speak. Also 
you are working without lighting 
effects and without color—just black 
and white. Zig-zaggy backgrounds, 
therefore, unless very skillfully han- 
dled, have a tendency to butt into 
the shoe, to lead the eye away from 











SANGER BROS. 


FORTWORTH DALLAS WACO WICHITA 














Smart Feet 
everywhere wear 


Delman’s Shoes 


Ultra-beautiful footwear created by artists 
for smart American feet . . . shown 
exclusively at Sanger’s 
in Fort Worth. 


at top . . . Anchor sandal. a decidedly 
smart version 6f the sandal strap slipper 
of banana beige kid . . . strap and spike 
heel piped in gold, finished with gold 


buckle. 
25.00 


at bottom . . . Achilles, a new five o'clock 
slipper with honey beige moire kid quar- 
ter and vamp of matching kid. Its spike 
heel gives it a formal note. 

25.00 


SANGER'S—THIRI) FLOOR 

















it, to make it, in short, anything but 
distinct. 

Unless you can afford the assist- 
ance of a really high grade commer- 
cial artist, it is a better policy to 
stick to the plainer effects. 

In the lower right hand corner of 
this page, for instance, a distinctly 
modern effect has been achieved by 
the Slipper Shop of Fort Worth, 
Tex. The step motif is good and is 
one frequently used for the display 
of merchandise not only in the win- 
dow but in the store interior as well. 
The effect of shading on the under- 
neath side of the steps snaps it up, 
gives it character and, at the same 
time, does not detract in any way 
from the shoe illustrations, which 
are of paramount importance. 


VEN simpler, in some ways, yet 

distinctly modern, is the San- 
ger Bros. advertisement. Here the 
shaded background is darker than 
the shoes but the shoes are pure 
white and consequently stand out in 
high relief. The shaded rules used 
as decorations are in the same treat- 
ment as the shoe backgrounds and 
all parts of the advertisement are in 
harmony one with another. 

The clever tie-up between shoe and 
price shown in the left hand corner. 


while not cubist in its style, is nev- 


ertheless modern and effective. 


Another motif, seen daily in win- 


In planning your advertising, no matter how 
modern you may be feeling at the time, don’t 
forget that the merchandise is the thing 


which is important. The art treatment 
must be designed so that it cannot pos- 
sibly detract from the shoe. Cubist 
art is good in advertising, but not 
too much of it. 
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dow trims and translated into newspaper advertising, 
are the “open-face” book rack effects. In the windows 
their compartments are the homes of real shoes. In 
ads, they are merely drawn in outline, not perspective, 
and the shoes are sketched inside. 

Then there are cubes in window display and squares 
in advertising. A white shoe can be shown to advan- 
tage in a black square, for instance, or can be shown 





iry 5 pice 
[CONTINUED FROM PAGE 43] 


likes the thought that her shoeman has everything— 
even though she may continue to wear the kid or calf— 
but her selection power has been widened by your di- 
versity of materials.” 


HE use, therefore, of unusual shoes in mid-summer 

is justified by the interest awakened in the customer 
in footwear for adornment. There are logical seasons 
of the year for shoes with utility first, but the mid- 
summer opportunity is in “spices and perishable goods.” 
Also, they command a better price, for many eyes are 
pleased—the wearer and all observers. 

Wise merchants buy in moderation and they have 
well-balanced stocks. It is not all black or color or 
leather or fabric. The effectiveness of a Summer stock, 
selling at regular prices, does not consist in the amount 
of stock in the store, but rather in its wise selection. 

The opportunity, this year, comes in the operation of 
stores at a profit in mid-summer, not on clearance foot- 
wear which no longer has the dollar pull—but in timely 
footwear, selected for ‘the playtime of the year. 


COR 


TF hen Everything’s 
in Style 
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with just its back part in the square, with the rest of 
the shoe projecting from it. 

You can show the shoes against a queer background 
made up of thin streaks of light gray intersecting at all 
possible angles, but keep it light enough so that the 
shoe will not be hopelessly lost. After all, it is the shoe 
that counts and the background and surrounding deco- 
ration are merely eye catchers. 
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They Want to K now 


Merchants ask us where to buy shoes and 
other merchandise. In this space we list 
the following typical inquiries: 


H-1154 Wants women’s novelties to retail $3 and 
$4. 


H-1155 Wants Deauville sandals in stock. 
H-1156 Wants boys’ shoes 2*-5*, retailing $2.45- 
$2.95. 


H-1157 Wants catalogues of ladies’ shoes, medium 
priced, for substantial house in Hong 
Kong, China. 

H-1158 Wants men’s white canvas welts from stock. 

H-1159 Wants ladies’ full fashioned hose to retail 
at $1. 

H-1160 Wants Cordovan laced puttees. 

H-1161 Wants women’s welts and McKays to retail 
$7.50. Also men’s and women’s hosiery in 
silks to retail 50 cents to $1.50 in men’s 
and $1.50 to $2.50 in women’s. 

H-1162 Wants children’s and misses’ satin and 
leather house slippers. 








Interested parties may have names on re- 
quest to Information Department, Boot 
and Shoe Recorder, 207 South St., Boston, 
Mass. 














The Trend of Hide Prices 
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Co-operation Is Success 
Keynote 


Employer-buyer-salesman team- 
work means more pairs sold profit- 
ably. The shoe store is a social in- 
stitution. Speaking on this topic, 
Alvin E. Dodd, manager of the Do- 
mestic Distribution Department of 
the U. S. Chamber of Commerce, 
said at the 1928 Middle Atlantic 
Shoe Retailers’ Association conven- 
tion: “Perhaps no institution can lay 
claim to more interesting contact 
with American people than the re- 
tail store in its present varied forms. 
The retail store is really a center, a 
focal point, in our type of civiliza- 
tion.” With this thought in mind, 
the question was recently asked 
through these columns by H. P. 
Bluestein, retail shoe merchant of 
Boston, “How do your employer and 
you cooperate, in the exchange of 
information and in other ways, to 
enable you to give the public and 
him your very best services in the 
more intelligent selling of a greater 
number of pairs?” The first prize 





The Boss and salesmen should co- 
operate in turning a smiling face 
to the world 


Dedicated 
to the HDUCATION of the MEN 
and WOMEN on the FLOOR. 


is awarded to Nathan N. Smith, 
salesman at Volk Bros., Dallas, Tex., 
who says: “The desire to serve is 
the first and basic factor.” The 
second prize is awarded to Arnold 
Cohen, salesman for Schneidman’s, 





Salesmen know that Buyer Volk 
is in touch with the footwear 
style trend for the seasons ahead 


1101 N. W. Third Avenue, Miami, 
who says: “Work hard for a success- 
ful future. Exchange views with 
your employer. Your present job is 
your best opportunity.” 


Volk Talks Style to 
Salesmen 


DALLAS, TEX.—Nathan N. Smith, 
retail shoe salesman at Volk Bros., 
who won the first prize in answering 
the recently asked RECORDER prob- 
lem on “Cooperation,” made the fol- 
lowing points in telling. “How They 
Do It”? down his way: “In addition to 
the desire to serve, the second fac- 
tor in our store’s cooperative action 
is alertness to style information, 
which is given regularly by our man- 
ager and buyer, Harold Volk, whom 
we all know to be well in touch with 
the fashion trends of the season and 


(DITED by Helen M. Haney 























the seasons ahead. This is accon- 
plished in a systematic way—by lay- 
outs of out stock; we are thus shown 
the selling points of certain nunm- 
bers, and our interest in the stock 
is stimulated. Another factor is fre- 
quent compliments to the salesmen 
by the management; we are often 
told that we are the highest grade 
and most efficient salesforce in the 
country. The most important factor 
of all for better cooperation is the 
constarit effort of the salesmen to 
match their ability in salesmanship 
with the ability of the buyer in se 
lecting.”’ 


Make Good Where You 
Are 


MIAMI, FLa.—Arnold Cohen, sales- 
man for Wm. Schneidman, says: 
“The first essential in cooperation is 
the ability of the employer to make 
friends with his salesmen in such a 
way as to leave no doubt in the 
salesman’s mind of his employer's 
sincerity in regard to the furthering 
of the worthy ambitions of the sales- 








The salesman should be on the 
alert to perform little services 
for his boss 
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Retail shoe salesmen are on the 
alert to style information given 
regularly by the buyer 


man. The employer could have a 
casual chat every week or so with 
each individual on his selling force; 
these little talks to be of a personal 
nature, with business as the ultimate 
viewpoint objective. The salesmen 
should cooperate with one another, 
in order that all may cooperate with 
the employer. Store meetings should 


Wanted—Ideas on how to make 
shoe selling turn out more money 


be held once a week, at which mer- 
chandising methods should be dis- 
cussed, including suggestions for 
better displays. These meetings 
could be made more attractive by 
the serving of light refreshments 
and the appointment of an entertain- 
ment committee for each get-to- 
gether. The salesforce and employ- 
ers should be brought together 
through baseball and_ basketball 
teams, outings and socials. An in- 
vestigation in a friendly manner by 
employer and salesman as to why a 
prospective customer did not buy. 
Salesmen, remember that you are 


The employer might have a little 
personal “confab” weekly with 
each one of his salesmen 
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“Every retail salesman of 
shoes, as well as of all other 
commodities, should spend at 
least five minutes at the end of 
each day, ‘examining his business 
conscience’ on: What new selling 
idea have I originated to make 
better the business of the store 
where I am employed? The sales- 
man should then resolve to put 
into practice a brand-new trade- 
building idea for the morrow. 
Your sales are as great and good 
as you make them,” said recently 
Salesman W. J. Sullivan of the 
Kennedy Co., Boston. 

“Shoes are sold on new ideas,” 
said recently another good sales- 
man. We heard the other day of 
a salesman-manager of a South- 
ern Beacon Shoe Store who sold 
more pairs of “Bunny” slippers 
by putting a few of them in a 
bird cage suspended outside of 
the store door, with the sign: 








not working for P.M.’s and other 
emoluments of a small nature, but 
for a successful future. If you fail 
to sell a customer, turn him over 
to someone who can. Commence to 
improve your prospects where you 
are by hard work and selling ideas.” 


20th Century Trade Slogan 
Is “Together” 


DETROIT, MicH.—Alfred S. Mas- 
sam, salesman at R. H. Fyfe & Co,’s, 
says: “Cooperation is the most es- 
sential thing in business today. The 
motto for this twentieth century is 
‘Together.’ If we will but keep that 
in our minds, we are bound to win. 
We are selling to an educated public, 
many of whom know the fundamen- 
tals of business. It is absolutely 
necessary that shoe salesmen should 
have a thorough knowledge of the 
merchandise they are selling, and 
the best way to receive this informa- 
tion is from the boss. Our employ- 
ers are men, for the most part men 
with years of experience, and some 
are pioneers in the industry; an ex- 
change of ideas between employers 
and salesmen on present-day shoe 
selling conditions is desirable. We 


The April Prize Problem Will 
Bring $15 to Retail Shoe 
Salespeople 


Wanted: Money Making Shoe Selling Ideas 


How Many Have You Introduced in Your Store 
During the Past Few Years? Cite Several 
Instances of the Best. 


“Oh, see the Bunnies! Take a 
pair home with you.” (The price 
was stated.) There are thousands 
of other “different” sales ideas 
that might be tried to a tune of 
profit. 

Let’s swap a bunch of new sell- 
ing ideas through these columns. 

TEN DOLLARS FOR THE 
BEST ANSWER. FIVE DOL- 
LARS FOR THE SECOND 
BEST ANSWER. 


Only men and women actually 
engaged in selling shoes at re- 
tail are eligible to enter this con- 
test. Winners will be announced 
in these columns May 26. 


SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 207 South 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN MAY 15. 
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should always be willing to accept 
suggestions from those in authority; 
we look to the boss to set the exam- 
ple as to the way in which he would 
like to have the salesman act. Every 
salesman should act as a counsellor 
to his employer. Every member of 
the salesforce should be treated as 
an intellectual equal. The boss 
should never place the salesman in 
an embarrassing position, or vice 
versa. Get-togethers create enthusi- 
asm and through enthusiasm cooper- 
ation is achieved.” 


Little tokens of esteem, given by 

the store manager to the sales- 

man “for good work” are appre- 
ciated 
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Divided attention may result in a 
customer walking out of the store 


The “How Not of It” 


Gentleman (on entering store) : 

“Good afternoon, sir. If you do 
not mind,. I would like to see some- 
thing in a shoe.” 

“Good afternoon to you, sir. Right 
this way, and I will be more than 
pleased to let you see our line,” 
salesman replies. 

“Something in a black low quarter 
bal, if you do not mind, sir,” gen- 
tleman says. 

“Here you are, sir, and excuse me 
for a minute, sir, while I see what 
this gentleman wishes.” (Gone for 
about five minutes.) 

“Sir, you showed me a blucher, in- 
stead of a bal, as I called for,” gen- 
tleman patiently informs salesman. 

“I beg your pardon, sir, and here 
you are in what you wish,” the sales- 
man replies, and again excuses him- 
self politely to wait on another cus- 
tomer, this time gone about two 
minutes. 

“I am sorry, sir, but this is also 
a blucher,” the gentleman patiently 
and smilingly tells the salesman. 

“Well, you called for a blucher, 
didn’t you, and that’s what you are 
looking at,” the salesman says, los- 
ing his self-composure and hastily 
replying, being all excited over try- 
ing to wait on too many at once. 

“Sir, I did not call for a blucher, 
but for a bal, and you have not even 














One reason I’m pretty sure I lost 
a customer—A thrilling chapter 
in “The How Not of It” 
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“Get Your Man”—Or, “How 
Not, and How, to Do It” 


A One-Customer-at-a-Time Two-Act Playlet 


By WALTER GREENBERG 
Salesman at L. G. M. Store, Inc., Sarasota, Fla. 





measured my foot to see my size, 
neither have you asked it, nor 
have you given me time to tell you 
my size, which is 8C; but I did not 
come in here for an argument, but 
to make a purchase, and if you had 
waited on me properly or even half- 
way decently I could have been on my 
way now, fitted, as I have done here 
numbers of times before. But, as it 
is, I do not care for the shoes nor 
your statement about my calling for 
a blucher instead of a bal. Good 
afternoon, sir!” And the gentle- 
man leaves, disgusted. 

Manager (coming up to sales- 
man): “Mr. Wait-on-One-or-More, 
that was Henry Recorder, the fa- 
mous banker and president of the 
bank with which we do business. 
He usually is easily fitted in shoes, 
and always when he comes in, goes 
out with a pair. Why didn’t you sell 
him?” 

“Sir, the gentleman absolutely did 
not know what he wanted,” the 
salesman replies. 

“I happen to know better than 
that, sir, and from now on you stay 
with one customer until you find out 
just what is wanted, instead of half- 
way waiting on everybody and wait- 
ing on no one correctly; and with 
this in your mind, excuses will not 
be necessary. We have also lost Mr. 
Recorder’s business,” the manager 
retorted. 

(Mr. Henry Recorder certainly did 
not trade there any more.) 





The “How to of It” 


Gentleman (entering 
“Good afternoon, sir.” 

“Good afternoon to you, sir,” says 
the smiling salesman. 

“Would you mind showing me 
something in a shoe, please?” 

“This way, sir, and have a seat. I 
will measure your foot and be more 
than pleased to correctly fit you up.” 

“My size, sir, is 8C, and I wish 
something in a black, low quarter 
bal, if you do not mind.” 

“Here you are, sir. I think these 
will fit perfectly.” “3 

Other customers come in; clerk 
acknowledges them with a smile, but 








store) — 


he does not leave his man, and tells 
those near him that someone wil] 
wait on them in a minute. The cus. 
tomers thank him for his recogni- 
tion. 


them,” gentleman says. 


if you do not mind and have a little 
spare time, I would be pleased to 
show you our new pajama line we 
have just received,” salesman says 
while making out ticket for shoes, 
(This store is a gent’s furnishing 
store.) 


ferred to carry instead of having 
it sent), and a smiling countenance. 
In the meantime all the other cus- 
tomers had been waited on properly. 


shakes his hand and compliments 
him on his salesmanship, saying: 


Recorder, 
president of the bank we deal with, 
and I am certainly glad you made a 
customer of him, for he has always 
been buying somewhere else.” 


was pleasing to wait upon,” salesman 
replies. 


tainly be back again,” the manager 
says. 


moreover, he bought $20 worth of 
merchandise on this occasion and 
has spent many a dollar here since 
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“These fit fine, sir; I will take 






“All right, sir; and, by the way, 












* * * 


The gentleman left the store with 
large package (which he pre- 












Manager walks up to salesman, 







“Mr. Wait-on-One, that was Henry 
famous financier and 










“Thank you, sir. He certainly 








“Yes, and believe me, he will cer- 








(Henry Recorder did come back; 




















Ever 
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shoe 
Ever 


Air-( 











By concentrating on one customer 
at a time you may achieve big 
results 
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SOUND REASONS 
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> a little — 

te MOST UNUSUAL CORRECTIVES 


rnishing 


yre with 
he pre- 

having 
tenance, 
her cus- 
roperly. 
alesman, 
pliments 


50 Styles Carried in Stock 
AA-EEE 2%-9 


1 


A shoe that fits more 
feet correctly than any 
other shoe on the market. 


4 


GENTLE SUPPORT for 
the METATARSAL ARCH. 
Innersole is formed at the 
ball to the natural con- 
tours of the foot. 


2 


AIRO HEEL REST—An 
inbuilt shock absorber, 
(patent pending). This 
exclusive comfort feature 
is immediately appreciated 
by the wearer. 


5 


UNUSUAL ROOM FOR 
THE CUBOID BONE—in- 
suring perfect balance be- 
tween ball and heel tread. 


3 


AIR-O-PEDIC SNUG. 
FITTING ARCH — holding 
instep in such a manner 
that bones, ligaments and 
muscles function properly. 


6 


ANKLE HUGGING PAT- 
TERNS—non-gaping at the 
oeeer —aen-cippeng at the 

eel. 


ring: 


8 


NON-BINDING VAMP 
and THROAT LINE. 


. always 
” 

ertainly 
alesman 
vill cer- 


nanager Made in Black Kid, Brown Kid 
and Patent Leather 


GOODYEAR WELTS — 
SMARTLY STYLED to 
fully meet to-day’s de- 
mand for comfort and 
fashionable appearance. 


AND 


ONE MORE 


WHY AIR-O-PEDICS WILL 
MAKE MONEY FOR YOU 


Each Air-O-Pedic sale is made quickly—because 
these comfort-qualities are immediately appre- 
ciated by the wearer when she puts the shoe on 
for the first time. Each sale makes a firm 
friend—building a permanent repeat business. 


AIR-O-PEDIC SHOE CO. 


612 Atlantic Ave., Boston, Mass. 


e back; 


Every merchant needs a thoroughly 
satisfying and genuinely corrective 
shoe to retail from $7 to $8. 
Every merchant should see the 
Air-O-Pedic line. 








R IN AIR-O-PEDICS 
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‘ The 


Shoe Manufacturers 
Board of Trade 
of New York 


and 


Associaled 
Man aed 


present 


al Thentic Fall Fas 


Hotel Commodore 
New York 


t | 2h y a? 
: Admission oA invitation only 


J. Albert & Son Cardone & Baker A. Garside & Sons 

Julius Altschul Clarendon Shoe Co. Andrew Geller 

American Shoe Co. J. & T. Cousins Co. Griffin-White Shoe Co. 

Artistic Shoe Co. John Cramer & Son Julius Grossman 

Geo. W. Baker Shoe Co. Elbee Shoe Co. Heim & Doremus 

Beker & Friedman Elco Shoe Mfgs. Wm. Henne & Company 
Cantilever Corp. Fred A. Eyre & Co. 
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F, S. Kauder Shoe Company 
J. J. Kozak & Son 
C J. J. Lattemann Shoe Mfg. Co. 
- Lax & Abowitz 
Leo’s Shoes 
Thomas D. Mackey Shoe Co. 
ei Meyer Bros. Shoe Co. 





A fashion review 
heralding a newer 
vogue in smart 
footery ~ 


The Fall mode ex 
emplified by the 
creations of crafts- 
-men recognized 
as style leaders, 


Shoes for every 
occasion will be 
displayed by liv~ 
ing models on the 
runway and in the 


sample rooms.~. 


I. Miller & Sons Chas. W. Strohbeck 

Pincus & Tobias Seymour Troy & Co. 

Dr. A. Posner Shoes, Inc. Tull & Gordon 

Premier Shoe Co. Unity Shoe Mfg. Co. 

Schwartz & Benjamin S. Waterbury & Son 

Strassburger-Stiles M. Wolf & Sons 
Wolnicar Shoe Co. 














A new last, 


A new pattern, 


A new price. 








STYLE 954 


Men’s black Willow 
Calf Blucher Oxford, 
Soft Box, Nickel 
eyelets. Widths C 
and D. Sizes 6-11. 
Style 953--Same in 
Tan Willow Calf. 
Both numbers now 
in stock. 
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BLACK & TAN 


Manufactured and Fully Guaranteed by 


The Herold-Bertsch Shoe Co. 
GRAND RAPIDS, MICHIGAN 


PITTSBURGH REPRESENTATIVE: J. WEINBERG, HOTEL HENRY 


“The Kegionnaire’ 


April 28, 1998 


Style—sells on sight \ 


Last—one-width combination 
Pattern—ankle snug 





FULL GRAIN CALFSKIN 
OXFORDS IN STOCK 

















IN 





STOCK 


36 Pair Cases 


A. W. GREELEY 
12 Duncan Street - 


Mr. Merchant— 


We 


orde 


QUALITY. 


want your Boudoir 
rs on the basis of 


Greeley Hits the 
Bullseye 








Haverhill, Mass. guy 


APPROVED BY 


As a sturdy sup- 
port for the ankles 
of growing childre! 
and as a fully ven- 
— eV me 
urkle Ventilatec 
ee Foot Sunekeoer is 
unexcelled. We !! 
known surgeons 
recommend its us¢ 
Make your st 
of children’s sh 
complete by se! 
ing your order today. 
Phone -Brockton 2133 for | 
mediate action. 


BURKLEY SHOE CO. 
1156 No. Main Street Brockton, Mass. 
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Bamboo weight in either tan 
or gun calf. 
Combination last, widths 


Price $5.00 


A to D. 





The T 


MIRIO 


SHOE 


High Grade Welt for Men 


atriot shoes are the finest in “Star Brands” 

for men. The choicest cuts from imported 
and domestic skins go into the uppers. The 
soles are from the finest sole leather bends. 
A strictly high grade shoe, moderately priced, 
full of value. 


& 


ROBERTS .JOHNSONS RAND 


Sranch of international Shoe 


ST. LOUIS, MO. 
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Topay—more is expected of a store 
than mere merchandise 


ANTED—by America each year—mer- 
chandise mounting into millions. 

Bread and baubles, calicos and silks, overalls 
and tuxedos, medicine and music—an all-embrac- 
ing market. 

But merchandise is something any merchant 
can buy. Once procured, the difference in 
stores becomes a factor. 

Then, the store that is properly planned and 
equipped to sell steps confidently ahead in sales 
and profits. 

Why? Because the demand is for stores well 
planned, fixtures well placed; all those attributes 
that awaken desire in the buyer; that reflect 
warmth and welcome and make a store seem al- 
ways to be “at home.” Spacious aisles 
add to the effect, counters well placed and 
sales suggested everywhere one looks. 

Today, proper planning of stores and 
installing modern fixtures are the best 
business investments any merchant can 
make. The merchandise is dramatized. 


The store is given an atmosphere. Overhead is 
reduced and sales increases ranging as high as 
75% are being recorded as a direct result. 

We are specialists in the manufacture of mod- 
ern store fixtures. We realize, however, that 
store fixtures alone are not sufficient. Scientific 
study must be given to their planning and placing. 

Our staff of store planners is ready to serve 
you with a background of over twenty-five years’ 
practical experience, including large stores and 
small, new and old, far and wide. Factory 
Service Branches in every territory make this 
service easily available to any store no matter 
where located. 

Today more is expected of a store than mere 
merchandise. Merchants who have rec- 
ognized this fact are reaping a rich re- 
ward in profits. 

Send for literature and information de- 
scribing “New Way Method in Merchan- 
— and how you can secure its bene- 

ts. 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 


Succeeding: The Grand Rapids Show Case Company—Welch-Wilmarth Corporation 
Grand Rapids, Michigan 
Factories: Grand Rapids - Portland, Ore. - Baltimore - New York City 


Branch Offices and Representatives in Every Territory 





STORE 


PLANNERS, DESIGNERS AND 


MANUFACTURERS OF 


FINE STORE EQUIPME 
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oes Your Advertising Pull 
_or Merely Jerk F 


It Certainly Won't Do the Former Unless You Carry It 


on Just as Consistently in Dull Times as in 


big increases on spasmodic attention. You would 
laugh at the manufacturer who called in his men 
when business was dull, just as you would laugh at the 
men if they failed to step lively at peak times when 
orders were waiting for their call. 


Y wei sales for the year can’t be expected to show 


merchants make one of these 
mistakes (in some cases 
both) with regard to their 
advertising. 

At one time they’ll tell 
you: 

“No use to advertise now. 
Business is too slow.” 

At another they’ll say: 

“No need to advertise now. 
Business is too good.” 

These men are spasmodics. 
They take a negative view- 
point that leads to negative 
ation. They’re set against 
advertising when they can 
do business without it or 
when the percentage of ad- 
vertising cost on immediate 
sales would be higher than 
in the busiest times. 

Holding a dollar too close 
to the eye obscures the vi- 
sion. 

The big thing that these 
spasmodics don’t see is that 
to make the most of their 
opportunities for winning 
and holding trade they need 
contact with Mr. and Mrs. 
Public and Family oftener 
than those folk need shoes. 

They don’t realize that ad- 
vertising is salesmanship by 
the impersonal met hod— 
that results depend upon 
keeping at it regularly, per- 
sistently—that its function 
is to pull, not to jerk. 

Advertising is not a neces- 





Good Times—It’s a Fixed - Charge 


success. 


Yet all too many 


SALES FODDER FOR MAY 


May 1-5—May 1 is Child Health Day; also May 
Day. Don’t let it pass unnoticed, even if you 
haven’t made advance preparations for special 
displays. Children’s shoes and party shoes are in 
order. And while you’re at it, prepare to tie up 
with these events: 


Mother’s Day, the 13th. 

Baby Week, the 14th to 19th. 
Summer Weight Day, the 15th. 
Memorial Day, the 30th. 


All these provide occasions for people making 
purchases that they might not otherwise make 
at the time. Grasp opportunity by the forelock. 


May 7-12—The hiking season is here, and the 
healthful exercise is growing in favor. Push hik- 
ing shoes. Locate the groups in your vieinity 
that go on hikes and send letters or circulars, or 
possibly one of your salespeople, direct to these 
organizations. Bring out the sport shoes—es- 
pecially those with colored trim. An ideal re- 
membrance for Mother would be something to 
bring comfort in a physical sense. Stress this 
point in recommending footwear. 


May 14-19—Straw hats come in this week. The 
shoes worn with them should be in keeping. Push 
summer weight shoes and increase the yearly 
pairage per customer. Put extra sales effort now 
on those shoes which will be harder to sell later 
on. This being Baby Week, footwear for infants 
and juveniles should have liberal space in win- 
dows and ads, 


May 21-31—This is a harvest time for every 
department. If your window space were tripled 
you probably wouldn’t be at a loss to find items 
to fill it. Still, don’t crowd out hosiery and acces- 
sories, for they have a potent drawing power. 

Keep the July inventory in the forefront of 
your mind and, as often as may be necessary, 
issue new instructions to the salesforce on what 
shoes to push and how. 








sity unless you are seeking a large measure of business 
If, perchance, you are doing a good business 
now without advertising, does that mean that you are 
sure to hold your trade despite the efforts of competi- 
tors without finding and using the most effective sales 
methods available to you? 


Bear in mind the many 
evidences you have seen that 
good advertising kindles en- 
thusiasm and continued ad- 
vertising keeps it alight. 

Each month’s rent adds to 
the good will of the busi- 
ness. Each ad does like- 
wise, irrespective of imme- 
diate returns. Advertising 
contact is needed in each 
month. Therefore, advertis- 
ing, like rent, should be a 
fixed expense. 

Take the paper that has 
the biggest pull in your trad- 
ing area. Add the second 
paper if there isn’t too much 
duplication in the circula- 
tion. Figure out a schedule 
that will give you good rep- 
resentation every month and 
preferably every week in the 
year. Now figure costs. KH 
too high, lop off the second 
paper rather than squeeze 
down the space. This may 
even enable you to increase 
the lineage somewhat. 

Advertise at busy times, 
because that’s when sales 
through advertising cost the 
least. Advertise in dull 
times because sales are 
worth most to you then. But 
remember at all times that 
there is good will value in 
centact. Don’t let this con- 
tact be too infrequent. 
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Open Your Door 
to Bigger Profits with 
American Interlocking Shoe Store Chairs 


Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. Shut out 
shoe store profits. Literally close your door to willing buyers. 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Rz-diates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 


chandise alone cannot bring. 
32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key 
to bigger business by letting our Shoe Store Service Department 
solve their seating problems. Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 
in Shop Seating,” also sent free to owners and managers. 





AMERICAN SEATING COMPANY 
1016 Lytton Building, Chicago, Illinois 


Gentlemen: Send me, without obligation, helpful 32- 
book, ““New Styles in Shop Seating” ia eee 











No. 4072 


“Sara 
je-—=-| American 2 Seating (Company 


Greater Gurabil Sr sor cone 1016 Lytton Bldg. § @ Chicago, Illinois 

















anteed against kage. , - - 

Greater economy in cost. 15 years o ranc ffices: : 

experience d Philadelphia: R. 703-1211 Chestnut St. New York: R. 601-119 W. 40th St. 
Boston: R. 302-69 Canal St. 








to serve and assist you. 
G: aD ep) FOS 
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Make Your Store as Gsood 
As Yur Windows 


Interior and Exterior Should Be in the Same Spirit— 
With Just as Much Display 


By M. P. DuPLESSIS 
President, Ready-Bilt Store Equipment Co. 


ITH due respect to the business ability of the 

modern shoe merchant and full realization of 

the many problems besetting him in the pro- 
motion and maintenance of sales, we are convinced that 
much valuable profit-building material is entirely over- 
looked. 

To sell shoes, one must show shoes, not only in the 
display windows of the store (which is the first step 
in presenting your merchandise) but in the heart of 
the store itself. Selling shoes or sealing wax is pretty 
much like selling ideas—repetition! repetition! and 
more repetition! 

What, then, is the matter with the selling make-up 
of the average shoe store? In our humble opinion the 
gravest fault is that maximum sales effort is made 
through the agency of attractive display windows and 
little or no effort made to “follow through” with an 
attractive store interior. 

As you stand within the confines of the window, you 
are surrounded with style and color and light—you’ve 


seen something you like and you’re going to buy it— 
you enter the door and—Presto!—dim lighting—dull 
monotony of shoe boxes—not a shoe in sight—you’re 
in a different country! 

The picture fades and you are not so sure you want 
a pair of shoes after all. 

Why chop off the light, the attraction and the presen- 
tation of your merchandise at the front door? 

Why disregard the potency of repetition? 

You don’t make your appeal to the public by trimming 
your windows with shoe boxes—then why show shoes 
one place and nothing but shoe boxes in another? 

We believe, with successful merchandisers, that the 
exterior and interior of a place of business should live 
in harmony. Your store interior should attract the eye 
to just as great an extent as the display windows. Shoe 
boxes in happy combination with shoe displays, making 
the element of display of prime importance, will in- 
crease sales. This is not guess work. It’s a fact! It 
has been proved in actual practice. 
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The Walk-Over store in South Bend, Indiana—a fine example of interior display 
in a small store 
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No. 45 
HOSIERY and 
CARD STAND 


Crystal Offers a Better Method 
of Displaying Hosiery with Prices 


It has always been a problem to 
make hosiery prices duly conspicu- 
ous without detracting from the 
dignity of the display. Here is a 
happy solution to that problem. 


Our new No. 45 adjustable metal 
fixture is unique. Card and frame 
are instantly removable to facilitate 
dressing the merchandise. Adjust- 
able from 12” to 21” height. 
Polychrome finish. Hand-wrought 


ornamentations. 


Crystal Fixture Company 


53 W. Jackson 


Manufacturers 


Blvd. CHICAGO 











Equipped 
with cord and 
plug, and 

six color 
screens. 


Uses 200 watt 
Type C Nitro- 
gen bulb. Bulb 


not included. 


Specify whether 
Spot or Flood 
style is wanted. 





Put new life and color into 
your shoe windows with the 
variety of color-light offered 
by Adlite. A white light 
and six colors to choose 
from. A lifetime guarantee 
against rust, tarnishing, peel- 
ing or discoloration of the 
reflecting surface. 


Our catalog illustrating this 
and an unlimited assortment 
of new display window 
decoratives sent free upon 
request, or see them in our 
showroom when in Chicago. 


THE 


ADLER-JONES 


COMPANY 


645 South Wells Street 
CHICAGO 
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A Design of Beauty— 
A Trade Mark of Distinction 


LOOK FOR THIS new enchased design on the store 
front you install. It is just one of the many new 1928 
innovations that distinguish Kawneer high quality 
store front construction — the store fronts that sell 
merchandise. This design, enchased on the metal, 
adds greater beauty and distinction to the store front 
and protects you against the use of inferior materials. 





| Narne _ 


THE . 


| e 
Ke reany 
2513 Lee 8t., Niles, Mich. 


SEND THIS BOOK TO 
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ADRIAN 
| X-RAY 
Your Store ; | sta sertee 


Match , 65 € 
; y % Will increas: 


your sales 


Your | fi) ,4a6 ah - 


} Sol 
Shoes ? ~ : a. 
| \ ia / of the only 
EE —— X-RAY 
X-RAY SHOE FITTER, Inc. Equipment 


a eg: i D - 
Andrews : aay | if MILWAUKEE WISCONSIN om the marker 


LET US SEND CONVINCING PROO! 




















“Interlocking — | or caeaemnaen gy 
~Chairs are the plus factor New York 


is not an expensive city when its visitors sensibly 
select the Martinique as their hotel. The rates start at 


Attractive shoes are found in stores where 
the customer is at ease physically as well as $2.50 Per Day 


and all service as well as restaurant prices are con- 
mentally. sistent with Martinique economy. For genuine 


Our Interlocking Chairs place patrons at | Comfort and Convenience 


their ease. | Visit the Martinique on your next New York trip— 
| learn how to live right at the right price and enjoy 
“the best without extravagance.” 


The A. H. ANDREWS CO. A. E, SINGLETON, Mer 
107 South Wabash Avenue, Chicago Hotel MARTINIQUE [600 x0ous | 


NEW YORK PORTLAND SEATTLE Affiliated with Hotel McAlpin 
46 Fourth St. 617 Western Ave. BROADWA Y—32nd to 33rd STS., NEW YORK CITY 


1472 Broadway 
Oo Toe 
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“The Place to Sell Hosiery Is the Shoe Store” 


THREE YEARS AGO “HOSIERY” started to preach that text to an audience of over 10,000 
attentive merchants. 

The sown seed is growing with amazing rapidity. All over the country shoe merchants are 
putting in hosiery departments. Each month the idea grows bigger. 

So we say to you—the place to sell hosiery easily is to the shoe merchant. 

The Boot and Shoe Recorder, through this Hosiery section, offers a direct approach to the most 
responsive group of hosiery buyers in the country. 


BOOT AND: SHOE RECORDER PUBLISHING COMPANY 
BOSTON,"MASS. 


- 
~ 
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THE BETE TREE 








A Simple Formula 
for Increased Sales 


Two profits in one sale are being made everywhere with 
Miller Trees. The shoe sale breaks down resistance—the 
tree sale easily follows through as a special service to the 


customer. 


For no customer ever took offence when shown how to 
make his new shoes look better and last longer with an in- 
expensive pair of Miller Trees. 


There is a 
Miller Shoe Tree 


for Every 
Grade of Shoe These trees are light, simple to operate and require slight 


display space. 








0. A. MILLER TREEING MACHINE COMPANY 


BROCKTON, MASS. 
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RECORDER SHOW CARDS -+y, 


Would Your Own Windows “Sell You” 


—if you didn’t own them? 


TI 
W 


whick 





Do they attract you? Do they make you feel like going right in to 


-_ , With 

buy a pair like those displayed? pe 
embo: 

groun 

Recorder cards are so prepared each month to help you get the group po? 
idea or display in your trims, and so bring out the strong points of es ! 
: ges 

your line, either style, quality, value, fitting, or seasonal idea. blank 


Window trims without Show Cards are trusting to luck! 




















28, 1994 
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EK SSAGES 


Your first opportunity to — 
NTO NEW TRADE 


Tear off and Mail This Coupon | 





99 
J 






This Is What You Receive 


Please send the RECORDER SHOW CARD 
“Selling Messages” Service for one year, con- 
sisting of eight new cards each month, and 
four polychrome art easels with the first 
month’s service, beginning with cards for 
June, for which we will pay $48.00, payable 
$4.00 per month. 


WE looked a long time and discarded many types of easels 
before we selected the beautiful polychrome two-toned ones 
which are a part of this service. 


With your first shipment of cards you receive four easels either in $45.60 per year if paid in advance 
silver or gold with your store initials hand 


embossed in the oval against a dark back- » pair Be Gira tee) come 





ground. Every month you receive eight An men’s, women’s, children’s shoes and 
hand-designed cards similar to those repro- e ” (C ij ied.) 

duced above, with different shaped cards eatin ot okunbro gage 

each month . . . full of peppy selling mes- — We want the following initials on easels: 

sages and every two months 100 special 0 I tata 


blank price tickets. All for......... 


(Not more than two; if hyphenated, 
so indicate.) 


ES ee Pe ee 


RECORDER SHOW CARD DEPT: oo 
ck! 9 8 W. MADISON STREET CHICAGO, ILLINOIS aid 
rn ieee 





(April 28 issue) 
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WHITE STRONGER THAN EVER 
THIS SUMMER 


O meet the unprecedented 

demand for white shoes, 
Gibbon has created three new 
models, with simplicity of design 
as the keynote. 








Conservative and correct— 
distinctively Gibbon — these 
models will result in volume 
sales. In stock and ready for 
immediate shipment. 


Lily—one-strap all -white 
kid pump. Widths AA-D 
++ covered Cuban heel. 








Diane—one-strap all- 
white kid with ~ Louis : $4.25 
i -C. 
heel. Widths AA IRENE .. $4.50 


All-white kid one-strap 
+ Cuban heel. This is an 


tNSUREp 


ARCH SHOE 


which means perfect foot comfort 
for the customer — and repeat 
sales with more profit for you. 





C. 8S. GIBBON COMPANY 
Makers of INSURED-ARCH Shoes 
50 NORTH 4TH STREET | PHILADELPHIA 
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No. 3067 


The “Myrtle” Model in Brown and 
White Print Cloth. Also in vari- 
cus color combinations. 








PECIALIZED effort gives a certain distinctiveness 
to our shoes that makes them profitable merchan- 


dise for the dealer to sell. 


As we come into a big fabric season, thousands of deal- 
ers can find a dependable source for fabric footwear in 
this unusual line which we merchandise through our 


wholesalers. 


DINGLEY-FOSS SHOE COMPANY 


Manufacturers to the Wholesale Trade 


AUBURN, MAINE 


BOSTON SALESMEN’S OFFICES, 54 LINCOLN STREET 
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READY TO SHIP, NOW 


Three button cut out slipper. Good- 
year Welt. Reinforced built-in steel 
arch supporting shank. 14/8 Wing- 
foot Cuban heel. 


STOCKED WIDTHS 
AA—5 to 9 
A to EEE—3'4 to 9 


Style R296—Black Kid 
Style R297—Patent Leather 


Price $4.85 


Your customers will like the fit of 
this shoe. 


It is built over our 309 last; one 
that has few if any equals when it 
comes to providing absolute comfort 
to sensitive, hard-to-fit feet. 


The shoe leaves nothing to be de- 
sired from a wearing standpoint, for 
like all Wilbur Coon Shoes, it is 
built with solid leather counters, 
insoles, heels and boxtoes. 


Shoes of this character will com- 
mand a long mark-up. Why not 
put them in now? Your order will 
be filled immediately upon receipt. 
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WHo’s WHO ON THE ROAD 





N.S. T. A. Members Assist at New York Joint Style “Confab.” May 1st 


Last Day for Group Insurance Premium Payment 


ILLIAM H. BYRNES, known to 
a large circle of friends as Bill 
Byrnes, who covers The Keystone State, 
Ohio, and Michigan, for The Peck Shoe 
Co., of Worcester, Mass., is now on a 
seven weeks’ trip through his terri- 


tory. 


IDNEY METH, 

who has been 
covering the Paci- 
fic Coast for sev- 
eral years, recent- 
ly became a mem- 
ber of the firm of 
Spector, Ganzburg 
& Meth Company, 
of Lynn, Mass. He 
now covers the en- 
tire country with 
the line of his 
house, and plans to 
visit the coast 
States about three 
times a year. He intends to show at 
the June 4-6 convention of the Califor- 
nia Shoe Retailers’ Association. 


Sidney Meth 


ALESMEN of the Seneca Shoe Co. 
of Rochester are out on the road 
now covering their territories and re- 
port that they are booking a good busi- 
ness for fall. The Seneca Shoe Co. 
specialize in children’s footwear and 
have a capacity of 2500 pairs of in- 
fants’ turn shoes per day. Factory 
executives say that spring orders 
which have been delivered and which 
are being delivered at this time are un- 
uusally heavy and that the prospects 
for fall are exceedingly good. The man- 
agement attributes this situation to 
the fact that “regardless of immediate 
conditions a ‘top-grade’ product has 
been maintained with its accompany- 
ing characteristics of style and indi- 
viduality.” 
AVE HOUS- 
TON, well 
known throughout 
the Rocky Mount- 
ain States, covers 
this territory for 
the G. H. Bass & 
Co. Dave makes 
his headquarters at 
621 Charles Build- 
ing, Denver. He 
has a large follow- 
ing in his field, 
which he has been 
traveling since 
1896. Mr. Houston 
finds that the demand for moccasins and 
other types of sport footwear is grow- 
ing and looks forward to a greatly in- 
creased business. during 1928-1929. 


Dave Houston 


By HELEN M. HANEY 





FOR SUCCESS AND NEW 
IDEAS 


A Success Message from N. 8. T. A. 

President Homer Beals to N. B. € 

S. M. A. Pres. Cook at Recently Held 
Joint Style Conference, New York 


“We extend to you in conven- 
tion assembled the greetings of 
the National Shoe Travelers’ As- 
sociation, which includes in its 
membership representatives of 
shoe, leather and rubber houses 
and allied industries. It is with 
much pride and pleasure that we 
thank you for the splendid spirit 
of cooperation which at all times 
has been shown by the National 
Boot and Shoe Manufacturers’ 
Association toward the National 
Shoe Travelers’ Association and 
to its individual members. That 
the joint style conference of the 
allied trades may be a great suc- 
cess, and that many new ideas 
may be brought forth which will 
be of benefit to the entire trade, 
is my sincere wish.” 
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HE Krippendorf-Dittman Co. sales- 

men are now in their territories. 
Sales Manager F. X. O’Brien states 
that business in the in-stock depart- 
ment has been good during the past few 
weeks, with light colored kids showing 
more strength. 


DON’T LET YOUR N. S. T. A. 
INSURANCE POLICY LAPSE! 


Boston.—The office of the N. S. 
T. A. announces that May 1 is 
the last day of grace for the pay- 
ment of the semi-annual pre- 
miums on the N. S. T. A. $1,000 
group insurance. This notice is 
to remind every policyholder in 
the N. S. T. A. group insurance 
that ayments of premiums 
should made on or before May 
1, in order to avoid the incon- 
venience of making out new 
forms for reinstatement. Pay- 
ments should be made immediately 
at the office of the N. S. T. A., 
fifth floor, 183 Essex Street, Bos- 
ton. Since the adoption of this 
insurance feature on Oct. 1, 1926, 
$21,000 has been paid to bene- 
ficiaries of the insured at once 
a receipt in the office of the 

ational Secretary of proof of 
claim. 











P. MARSTON, who formerly 

erepresented the Moore-Shafer 
Shoe Mfg. Co. of Brockport, N. Y., has 
recently joined the salesforce of the 
Irving Drew Co. and will cover Indiana 
and Michigan for this house. 


ARRY N A- 

GEL, popular 
Pacific Coast shoe 
traveler, represents 
the Miller Rubber 
Co. in the Far 
West. Mr. Nagel 
has been in the re- 
tail shoe _ store 
game in Dixie for 
the past year, but 
prior to that sold 
shoes on the road, 
and has a large 
following among 
the dealers on the 
Coast. He recently decided to come back 
again to his old calling. He reports that 
he is having good success with the 
Miller Rubber line, and that he finds 
trade among the stores which he visits 
exceedingly good. 


Harry Nagel 


"THE traveling salesmen of the Riley 

Shoe Manufacturing Company of 
Columbus were called in to the factory 
early in April and given a number of 
new models for a “fill-in”? season prior 
to the opening of the fall season. There 
was no general sales conference but in- 
stead of a conference General Manager 
W. S. Kennedy explained the footwear 
styles and showed the “different” fea- 
tures they contained. The new num- 
bers were principally sport models in 
color combinations in which brown pre- 
dominated and solid brown leathers. 
—U.T.P.S. 


G ROVER OC. 
J CALVIN has 
recently been ap- 
pointed by the 
Wohl Shoe Com- 
pany of St. Louis 
to represent this 
concern in eastern 
and southern Tex- 
as. Mr. Calvin has 
traveled this ter- 
ritory for a num- 
ber of years. He 
formerly repre- 
sented the Hamil- 
ton-Brown Shoe 
Company of St. Louis. R. J. Herchen- 
roeder, the progressive young sales 
manager for this house, reports a good 
business on the novelty line made by 
his house. 


Crover C. Calvin 
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THE “CONQUEST ° 


HE ful sh a r This Keds model with vulcanized crepe 
successful shoe merchant is the one who rubber sole gives sure grip and wonder- 


conducts his business with a full recognition 


ful wear. Lace-to-toe style. White or 
brown upper with black trim, or gray 


of this fact: “Carrying too many different ; - 
“ . upper with gray trim. 


lines of similar kinds of shoes hampers the progress 

of any retail shoe business. It retards turnover, complicates sales work, re- 
stricts the buying of needed new styles, confuses the customer, and leads direct- 
ly to a top-heavy stock of odds and ends at the close of the year.” 

Good turnover is a vital factor in modern retailing. The difference between profit 
and loss often is turnover. Unbalanced stocks and slow moving merchandise eat 
up profits. 

Therefore, service from the manufacturer means more today than ever before. 
Service, however, isn’t enough. Service must be backed by known values. Known 
values (which mean consumer-recognized values) speed up turnover. Well known 
lines, when backed by service and supported by sustained quality, mean one 
answer to every merchant’s turnover problem. 

Keds, through their widespread distribution outlets, offer the best manufacturer- 


to-dealer service of any canvas rubber-soled shoe in America. 


Keds is the most complete line of canvas rubber-soled shoes—-there is a type of 


Keds for every purse and purpose. 

Keds are asked for by name by more people than ask for anv other canvas rubber- 
soled shoe. 

Keds are worn by more people than any other canvas rubber-soled shoe. 


Keds service, plus Keds consumer-known value, can help the shoe merchant to 


build a clean-cut, profitable business. 


United States @ Rubber Company 





BOOT AND 


TEVE BRODIE, 
whose _ official 
name is C. A. 
Brodie, represents 
the Pedigo-Weber 
Shoe Co. on the Pa- 
cific Coast. Mr. 
Brodie is now in 
his territory. 
’Twixt trips Mr. 
Brodie makes his 
headquarters at 
975 Shaver Street, 
Portland, Ore. He 
is constantly intro- 
ducing new num- 
bers to his many friend-customers in 
the trade. Mr. Brodie reports that the 
women’s shoe style game is becoming 
more interesting and profitable all the 
time, and that retail shoe merchants 
are paying more attention to the rela- 
tion of the shoe to the costume. 


Steve Brodie 


DDIE HUGHES of Chicago, who 

for the past three years has rep- 
resented the Geo. W. Baker Shoe Co. 
in the entire South, has recently added 
another representation in the line of 
bench-made turns, manufactured by 
Arthur Bender, Inc., of New York. Mr. 
Hughes attended the recently held New 
York Joint Style Conference of the 
Shoe and Leather Industries and there 
became “better. acquainted” with the 
new Bender creations. He leaves Chi- 
cago for the Southland next month with 
both the Baker and the Bender lines. 


PECIAL salesmen for the Miller- 

Learch factory, a subsidiary of the 
H. C. Godman Co., Columbus, have 
been recently assigned as follows; G. S. 
Estabrooks, Pennsylvania; R. S. Han- 
cock, Texas; E. E. Hessler, Illinois and 
Indiana; W. M. McCarter, Pennsyl- 
vania and New Jersey; E . Raine, 
Delaware, Maryland, Kentucky and 
West Virginia and C. H. Shoop, Illinois. 
—U.T.P.S. 


T# regular semi-annual sales meet- 
ing of the H. C. Godman Co., op- 
erating eight shoe manufacturing plants 
in Columbus and Lancaster, was held at 
the main office of the company, 46 
North Fourth St., Columbus, April 3 
to 5 inclusive. New styles for the fall 
season were given to the salesmen who 
are now in their respective territories. 
The sales conference was in charge of 
J. Elmer Jones, secretary and sales 
manager of the company. A number of 
changes have been made in the travel- 
ing force for the coming season. The 
full list of salesmen and their terri- 
tories follows: A. B. Agan, Kansas; 
C. B. Atwill, North and South Caro- 
lina; J. H. Atwill, North Carolina and 
Virginia; J. T. Batts, Texas; N. Blair, 
Georgia and Florida; S, Brown, Ken- 
tucky; J. F. Burns, Ohio; L. G. Coate, 
Minnesota; B. H. Crompton, Minnesota 
and Wisconsin; D. F. Cuthbert, Dela- 
ware, Maryland and West Virginia; 
W. J. Clark. Wisconsin; B. S. Dee, 
Nebraska; W. B. Doherty, Illinois; 
C.J. Dompka, Ohio; H. S. Drake, Penn- 
sylvania; F, C. Dunker, Iowa and South 
Dakota; S. Ebb, Arizona, New Mexico 
and Texas; W. H. Ellice, New England; 
L. H. Espey, Idaho, Montana, Oregon, 
Wyoming and Utah; M. E. Flynn, New 
York; A. J. Fogerty, Ohio; W. W. Free- 
man, Missouri; L. Fulton, Oklahoma 
and Texas: R. J. Gallacher, Iowa; J. B. 

win, Mississippi; H. M. Greenfield, 


Illinois and Wisconsin; C. A. Gronseth, 
Michigan; FE. Gunnerson, Michigan; 
H. P. Hanley, Illinois; N. E. Hield, Il- 
linois and Wisconsin; H. E. Jenkins, 
Arkansas and Oklahoma; A. W. King, 
Georgia, North and South Carolina; 
E. C. Kingsbery, Georgia; A. Knierim, 
Kentucky, North Carolina, Virginia 
and West Virginia; G. D. Knight, 
Alabama and Florida; A. J. Leahy, 
Pennsylvania; J. L. Lehmann, Arkan- 
sas, Mississippi and Tennessee; H. T. 
Lutz, Michigan and Wisconsin; G. Mc- 
Duffee, Brooklyn and New York City; 
R. J. McIntyre, Pennsylvania; F. B. 
McKelvy, Kentucky; H. D. McKinney, 
Tennessee; J. H. Martin, Mississippi; 
A. T. Mehle, California and Nevada; 
J. B. Meriwether, Texas; W. J. Morris, 
New York; H. T. Norrell, Alabama; 
D. P. O’Connell, Montana, North Da- 
kota and Wyoming; P. E. Omundson, 


TRADE INCREASES AS 
SPRING ADVANCES 
By General Sales Manager Hugh M. 
Crull, in the April 11, “The Martha 
Washington Merchandiser” 


Retail business has opened up 
in a very substantial way. Our 
mail orders for the past week 
were practically double over any 
other week so far this year, 
proving that merchants’ stocks 
are low. There is every reason to 
expect that the retail shoe trade 
will be even better as spring ad- 
vances. Merchants have under- 
bought; they have been conserv- 
ative in their spring purchases. 
The salesman who sizes up this 
situation correctly, who is aggres- 
sive, who goes to his customers 
with honest, constructive sales 
arguments and ideas, who carries 
a spirit of optimism, is the sales- 
man who will “come through” 
with a good sales gain this 
month. Make April pay you 
double dividends. You need the 
orders and your customers need 
the shoes. 


Po LDL DnbensoBren rennca stint or 4 


Tennessee; 
Oregon and 


L. M. Parnell, 
Idaho, 


Indiana; 
M. H. Parsons, 
Washington; H. F. Peters, Ohio; A. C. 
Robertson, Kansas and Nebraska; C. G. 
Ross, Arkansas; F. W. Samson, Iowa; 
W. R. Saxton, Kansas; R. E. Schuster, 
Colorado and Wyoming; B. M. Shapiro, 


Illinois and Indiana; J. P. Shipman, 
California, Oregon and Nevada; A. W. 
Shissler, Pennsylvania; Don Spring- 
gate, Indiana; H. D. Stanley, Indiana 
and Michigan; O. R. Stuart, Louisiana; 
R. E. Stuart, Texas; W. G. Stuart, 
Mississippi; W. R. Thomas, Arkansas; 
A. W. Tornes, Ohio; D. S. Van Tassel, 
Pennsylvania; A. E. Victor. Michigan; 
D. L. Wadley, Arkansas, Oklahoma and 
Texas; C. R. Wells. Virginia and West 
Virginia; R. K. Winter, Tennessee; 
T. A. Wood, Pennsylvania and A. R. 
Wricht, New Jersey and Pennsylvania. 
—U.T.P.S. 


OHN D. REAVES, who for twelve 

years has been connected with the 
F. M. Hoyt Shoe Co., has recently 
ioined the salesforce of the Brockton 
Shoe Mfg. Co., and will cover Okla- 
homa, Arkansas and Kansas for this 
house. 


SHOE RECORDER 


Russell Horton 
of the Northwest 
and W. F. Colberg 
of Southern Cali- 
fornia have recent- 
ly been appointed 
to assist Sam Cod- 
don, who _ repre- 
sents the Ban- 
croft-Walker Co.’s 
in-stock line on the 
Pacific Coast. Mr. 
Horton will cover 
the small cities of 
Oregon and Wash- 
ington and Mr. 
Colberg will handle the trade in the 
small cities of California. Mr. Coddon 
says that his line is popular with Paci- 
fic Coast merchants, and because the 
business on same has increased to 
such a great volume it was necessary 
to put on more men. He feels that 
with the help of Messrs. Horton and 
Colberg, he can assure his friend-custom 
of a more effective service. 


Sam Coddon 


J OHN F. POWERS, who represents the 
Bradley-Goodrich Co. in Ohio, In- 
diana, Illinois, and Michigan, and the 
City of Pittsburgh, was recently inter- 
viewed ’twixt trips at the Boston office 
of this house, 183 Essex Street, Boston, 
on the eve of President Everett H. 
Bradley’s departure on a six weeks’ 
business and pleasure trip for Europe. 
Mr. Powers has been associated with 
Mr. Bradley for the past fourteen 
years, and is considered one of the 
best women’s shoe style men traveling 
out of the East. He reports that his 
trade is showing much interest in the 
new bright colored shoes of blues, reds, 
and greens, trimmed with water snake 
in matching tones, as well as Indian 
prints, Mallinson’s cloth, and figured 
linens, with kid trims; he also reports 
that there is a big demand for white 
kid shoes, patent leathers, silver and 
gold kid combinations and black mat 
kids in beaded effects; that heel heights 
are popular from 14/8 up to 20/8; that 
dainty strap patterns lead, with strip 
pumps a close second. 


4 VERETT H. BRADLEY, president 

of the Bradley-Goodrich Co., Haver- 
hill, who makes some of the “big-city- 
long-jumps” for his house, left Boston 
recently on the Aquitania for a six 
weeks’ trip through France, England, 
Italy and Switzerland. In London, he 
will confer with one of his very fine 
accounts there and in Paris will confer 
with his Parisian designer. In addi- 
tion to his Paris shoe connection, Mr. 
Bradley employs a woman stylist at his 
factory, who keeps in closest touch with 
“what’s what” in clothes in New York, 
and in the style centers of Europe, and 
interprets the mode for The Bradley- 
Goodrich factory shoe-style-wise. Mr. 
Bradley will also make a survey of 
the American exports and imports of 
shoes, and a general survey of the for- 
eign markets for the New England 
Shoe and Leather Association. He is ac- 
companied by Mrs. Bradley and Mrs. 
Bradley’s mother, Mrs. Arthur Hobson. 


To give real service, you must add 
something which cannot be bought 
or measured with money, and that is 
sincerity and integrity—Donald A. 
Adams. 


























The Growth of Sales 
and Exclusive Agen- 
cies on ARCH-AID 
Shoes proves their 
superiority as— 

The BEST CORREC.- 
TIVE SHOE and 


The MOST PROFIT- 
ABLE SHOE to Mer- 


chandise. 





SUFFICE LAST 
8-631—Marron Tan Kid 
B-641—Black Kid 


B- -681—White Kic 


Counter 
PATSY LAST 
B-507—Black Glace Kid 
$6.25 


B-707—White Reignskin 
Cloth, Ivory Sole ead 


Heel 
B-807—Golden Brown Kid 


13/8 Solid Leather Heel, 
Rubber Top 





Pittsburgh Office: 


Cleveland Office: 1599 ae Trust Bldg. 
B. W. MOYLA H. KUSHINS 


Leos Angeles Ofiee: 107 East 8th Street 
Cc. E. VanDEGRIFT 
Detroit Office: Leland Hotel 
Cc. G. SELLERS 


New York Office: 846 Marbridge Bldg. 
Chicago Office: Majestic Hotel 
F. J. SATEK 
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Ten New Fast-Selling a _ in Spring Colors 


WHY the Growth of the ARCH- 
AID Shoe? 
Because we lend merchandising 


helps that MAKE women want 


Long 
Inside 
Counter 


GOLDEN RULE LAST 
eS Sn coccenenscvcdccncceessdvenue %. 25 
B-642—Golden Brown Kid 7.00 
tit ci ec aeaieawrewnenereweeecs 6.56 
B-638—W: a? eR epeeanigeae teagan: 7.00 

5/8 Covered Cuban Heel—Light Ed 
B—556—Patent Leather ” nebroorinss 














WRITE FOR ARCH-AID IN-STOCK CATALOG 


MANUFACTURERS & DISTRIBUTORS 


SEND FOR CATALOG 


A. F, JENKS 


MEN’S ARCH-AID SHOES MADE AND SOLD BY 


M. A. PACKARD CO. 
Brockton, Mass. 








Arch 




















Grain Calf Sad 
B 


Rochester, MY “ora raper “en Rubber Top 


‘ham pi 
ELLIOTT ta MONTAGNE 
San ee Office: Plaza Hotel 
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this shoe —copy and 
mats for your news- 
papers — window and 
storecards—letters for 
your store list, flash 
signs, etc. Write for 
agency proposition. 


GOLDEN RULE LAST 

B-693—Patent wwe = (Black 
Sadd J 

99—Marron Tan Kid ae 


Calf Saddle to Match). 
B-608—Silk Mat Kid 


SAMARITAN LAST 


B-831—Black Kid. .$6.35 
B-841—Golden Br'n Kid 


$6.50 
15/8 Solid Leather Heel, 
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Shoe Merchants News 


in the Boot and Shoe Recorder 








NATIONAL NEWS 


—— 
— 


Three Retail Shoe 








Calificenda, June 4-6; | 
Illinois, June 18-20; 
Pacific, June 25-27. 


Los ANGELES, CAL.—The California 
Shoe Retailers’ Association will hold | 
its tenth annual convention at the Ho- 
tel Biltmore, this city, on June 4-6. 
Plans are now being perfected for an 
enjoyable and _ instructive “get-to- 
gether.” Frank A. Rittigstein, Secre- 
tary-Manager, 422 Pacific Building, 
San Francisco, reports that room res- 
ervations are being rapidly booked, and | 
that Southern California’s far-famed | 
hospitality will be at its best on this 
occasion. Many merchants throughout 
the “Golden Gate” State are planning 
to make this convention trip their va- 
cation. They are planning to bring | 
their wives and families, as they have 
been assured that there will be many | 
entertainment features for the ladies, 
which will leave them free to devote 
their entire attention to the business 
and open forum sessions, as well as the 
series of special luncheons, and sports’ 
program, of which golf will be an at- 
tractive feature. There will be open 
forum discussions as well as interesting 
merchandising talks by a big group of 
“headliners” in the industry. The ban- 
quet of Wednesday evening will be of 
especial interest and on Thursday, af- 
ter all of the troubles of the retail shoe 
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merchants have been “ironed” out, and 
hundreds of splendid ideas have been | 
“swapped,” the entire day of June 7, | 
will be devoted to life on the links, and | 
more sports, and more delightful hos- | 
pitality. 


The Illinois Meet | 


DANVILLE, ItL.—F. P. Meyer, pres- 
ident of the Illinois Shoe Retailers As- 
sociation, has issued this statement: 

“We shall hold our Illinois Shoe Con- 
vention in June this year, the dates are 
18, 19 and 20. 

“I did not specialize and say Illinois 
Shoe Retailers’ Convention for the 
reason that it is to be a convention for 
the wholesaler as well as the retailer. 
The time of the convention is ideal both 
from the standpoint of weather condi- 
tions and for the convenience of shoe 
men. This time in June the heavy 
spring run is over for the retailer and 
he has begun to contemplate purchases 
of fall shoes. 

“Peoria is to be the convention city. 





Cartoons pa the ‘Tem 





BACK DOsTOM 


The “Snootiest Dog of Dogs” since the time our famous 
Cace-Man and Green Dragon models took the nation by storm 


—has the “staying power” of a Aintenpente ares a punch 
that could take the chamovonship ay wag wipe 4 
an oxford that you would not part with for tdvee cases of 
Scotch 


Cg ere Oat atedind bn pelle cape 

featuring the Armstrong cork ) op 

rings of bras — and our wae” "hosree-shae teacher heel 
But the Black Borrom « oy 


preced at 9 — tho’ according to shoe standards they're 


Louis Rosenthal 


1-5-7 South Main Street 
veanee* wang 











A clever advertisement, embody- 
ing the use of cartoons and of 
copy written in the modern man- 
ner to catch the eye of the 
younger generation 


The convention sessions will be held in 
the new and beautiful Pierre Marquette 
Hotel. Peoria is accessible from all 
points of Illinois and adjoining States 
by auto road, railroad—both electric 
and steam—and airplane. Peoria is 
the natural hub of the State. 

“The coming convention is to be a 
big business convention; men of ability 
will show us our way out of the piker 
class of, business. They will teach 
us how to get the money. We haven’t 
been doing it; only a billion and three 
quarters of dollars came to the shoe 
coffers last year. There should have 
been three billions. Bankers and other 
big financiers will be at this conven- 
tion to show us the ways of big bus- 
iness. However, business sessions will 


| mittees have been appointed, 








EVERY WEEK 


be short and snappy. Buying, selling, 
window trimming, advertising are sub- 


| jects which will be handled by experts. 


Scheduled for Month of June | F 


“And now, just a word in regards to 
entertainment. The Illinois Shoe Re- 
tailers Association has always enjoyed 
the reputation of putting on some g 
shows. We are assured by the local 
entertainment committee of Peoria that 
this year’s entertainment will make all 
past shows look like the comparison of 
a cross-eyed, knock-kneed imbecile to 
a Ziegfeld Follies dancing beauty.” 


Nor’west Meeting 


SEATTLE, WaSH.—The Pacific North- 
western retail shoe merchants are to 
“pull off” their first annual convention 
here, June 25-28. Charles A. Stuart of 
this city is chairman of the convention 
committee. The Seattle Retail Shoe 
Dealers’ Association, who are the spons- 
ors for this regional meeting, are en- 
tering into this movement with a gen- 
erous spirit and a whole-hearted en- 
thusiasm which bespeaks success for 
the event. The first plans for this con- 
vention were discussed at a _ recent 
meeting of the Northwest Shoe Re- 
tailers’ Association, when representa- 
tive shoe merchants from Portland, 
Tacoma, Bellingham, Everett, and 
Seattle, were present. «Local com- 
including 
as advisory committee, composed of 
leading members of the retail shoe 
trade throughout the four Northwest- 
ern States. All manufacturers repre- 
sented in this territory have been asked 
to co-operate, as well as all California 
shoe merchants. Already, twenty trav- 
elers’ reservations for display rooms 
have been received, without solicitation ; 
complete lists of travelers have been 
secured and these men will be written, 
asking them to co-operate with the 
committee in “putting the event across. 
Following is the list of committees and 
their personnels: 

Convention Committee —C. A. Shu- 
art, chairman; Harry A. Perkins, F. E. 
Powell, Edward N. Phelan, secretary; 
A. J. Pettus, Ben H. Baxter. Finance 
committee—To have charge of all con- 
vention finance. To prepare a budget 
for all sub-committees which must be 
strictly adhered to. Ben H. Baxter, 
chairman; W. E. Cotter, H. Eggert, 
Kress Phillips, C. W. Pierce. Program 
committee—To have charge of conven- 
tion program and speakers: A. J. Pet- 
tus, chairman; B. Eastman, L. J. Conly, 
T. H. Langford, Ben Critzer. Enter- 
tainment committee—C, A. Shuart, 
chairman; R. A. Gemmill, J. W. 
Shively, H. D. Mills, Trace Peters, W. 
C. Jones, F. Buckmiller. General ar- 
rangements committee—To have charge 
of hotel display rooms, housing, trans- 
portation, registration: F. E. Powell, 
chairman; Geo. Buck, S. L. Bacon, L. 
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The COQUETTE 
High style at its highest 
IN STOCK, READY TO SHIP 
In all Patent leather Patent, Tawny Beige Pig 
Number 5500 Quarter, Number 5501 


O 
CAmMpEeL- 
BROCKTO™ 


April 28, 


1928 
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| 
B. Friedlander, Mr. Conrad. Recep- | 
tion committee—Harry A. Perkins,| 
chairman; F. C. Wells, N. Y. Drain,| 
Cc. F. Wallin, L. E. Brown. Advisory 
committee— Geo. Turrell, Seattle; 
Lloyd Hill, Spokane; Don McDonald, 
Tacoma; Joe Kohls, Yakima; Harry 
Haffner, Bellingham; Jas. Marlatt, 
Aberdeen; Roger Manning, Everett; 
Earl McLaughlin, Walla Walla; Chris 
Christensen, Wenatchee; W. A. Knight, 
Portland, Ore.; Dave Graham, Eugene, 
Ore.; Fred Gamer, Butte, Mont.; Roy 
Thistlewaite, Helena, Mont.; Chas. A. 
Wilson, Boise, Idaho; Hal Beach, Lewis- 
ton, Idaho. 


Psychologist Talks to 
Nashville Salesmen 


NASHVILLE, TENN. (UTPS) — The 
fundamentals of psychology and its re-| 
lation to salesmanship were explained 
by Dr. Joseph Peterson, professor of 
psychology at rey College, when 
he spoke at the initial meeting of the 
Shoe Salesmen’s School at the Chamber 
of Commerce Tuesday night, April 17. 
The school is being sponsored by the 
Nashville Shoe Retailers Association. 

Applying the topics of instincts, 
habits and emotions to the every day 
business of selling, Dr. Peterson sug- 
gested that one practical application 
would be for the salesman to keep a 
list of his customers, their questions, 
and to study their social position. This, 
he said, would be a definite help to the 
salesman in that he would find a method 
of answering his customer’s questions 
and know just what to show them. 

Never to try to cross a customer, 
but rather to try influencing his buying 
into the desired channels was the psy- 
chologist’s advice to the group. Pre- 
ceding his talk an open forum was held 
with W. H. Gigginbotham in charge. 
Albert Manss was appointed as: chair- 





man of the next meeting, which will| ———— 


be held May 1, and Miss Ethel Cooley) 
was elected secretary of the school.) 
Before the next meeting each firm| 
represented will choose one represen-| 
tative from its establishment and to- 
gether these representatives will form| 
a board of governors for the shoe sales-| 
men’s school. These names will be pre-| 
sented at the next meeting. 


Cammeyer, 34th St., Moves 


New YorK, N. Y.—After about two 
decades in the location at 47 West 
Thirty-fourth Street, the Cammeyer 
shop is moving this week to 427 Fifth 
Avenue, next door to the corner of 
Thirty-eighth Street. This will make 
the third Cammeyer store on the ave- 
nue. The de luxe Cammeyer store was 
opened several years ago above Fiftieth 
Street, and later the second Fifth Ave- 
nue shop was moved from the lower 
Thirties to a location in the Forties. 

The third shop adjoins the Allen A 
hosiery store and is fitted up much 
after the fashion of the Thirty-fourth 
Street store. 


Cushing, Sole Owner 





Detroit, Micw. (UTPS)—William 
W. Cushing has purchased the share 
of his partner in the retail shoe firm 
of Cushing & Benedict, at Alma, Mich.| 


Ready for Milwaukee Stag Party 





The orchestra and two 


of the 


entertainers who will appear at 
the stag banquet to be held by 


the Milwaukee 


Shoe Retailers 


Association May 10 


MILWAUKEE, 
Wis.—A stag ban- 
quet, a real get-to- 
gether, to which all 
shoe men, regard- 
less of the branch 
of the industry 
with which they 
are connected, are 
invited, will be 
staged in the Ball 
Room of the Hotel 
Schroeder here on 
the night of May 
10, under the aus- 
pices of the Mil- 
waukee Shoe Re- 


tailers Association. | - . 
| Street or Frank Czechorski, 487 Mit- 


| chell Street. 


Hosiery men are 
invited, too. 


Akron Men Meet : 


AKRON, OHIO (UTPS)—The Akron 
Retail Shoe Dealers Association to the 
number of 35 gathered at Eisinger’s 
Restaurant Monday evening, April 16, 
as guests of the B. F. Goodrich Co. An 
excellent banquet was served after 
which the general topic of “Rubber 
Footwear” was discussed. Following 
the business session the entire party 
was taken for a tour of inspection of 
the sample rooms of the Goodrich Com- 
pany. 

The company also extended an invi- 
tation for the members of the Akron 
association to make a tour through the 
plant, some time in September. 

Arrangements are being made for 
the May meeting which will take the 
form of a stag party to be held at one 
of the resorts near Akron. The com- 
mittee in charge of the May meeting 
consists of Ray Johnson of Wagoner & 
Marsh Co., B. F. Andrews of the Cut- 
ter Co., and Paul B. Zerbe of the M. 
O’Neil Co. shoe department. 


Install Women’s Shoes 


AUSTIN, ‘TEX. 
decke-Moffatt Department Store 
Austin has just installed a women’s 
shoe department. New attractive fix- 
tures have been installed, and a stock 
of spring shoes has been purchased. 








| side 
| was 


(UTPS)—The Luv- | 
of | 


A bang-up dinner, high grade en- 
tertainment, and a talk-fest with the 
old shoe gang are promised by the 
committee in charge. Some real sur- 
prises in the way of entertainment are 
promised. 


The committee in charge of the af- 
fair consists of Charles E. Collar, 
chairman, Dave Rellin, Frank Kurzyn- 
ski, Ed. Schneider, Frank Diamond and 
Wilmer Ball. 


Tickets, at $2.00 each, may be ob- 
tained by addressing Mr. Collar at the 
Costume Bootery, 513 Wisconsin Ave- 
nue; Campbell & Ball, 64 East Wiscon- 
sin Avenue; Ed. Schneider, 2714 Center 


Evolution of Shoes 


DETROIT, MICcH.—An unusual window 
display in the Alfred J. Ruby Men’s 
Bootery at 1529 Washington Boulevard, 
is attracting much attention and com- 
ment from the pessersby on the boule- 
vard these days. The display is very 
simple in preparation but is striking 
in its very simplicity. Seven pairs of 
shoes, dating from 1822 to the present 
time, showing the gradual evolution of 
men’s footwear from that date to the 
present, a period of more than a cen- 
tury. 

The 1822 model is a plain unorna- 
mental black leather slipper with a 
large tongue and a silver buckle. 
Twenty years later we find the foot- 
wear more nearly resembling a shoe, 
with high elastic web sides and single 
hole ties. In 1862 we find the last of 
patent leather with a soft top and two 
ties. The model for 1882 was also of 
patent leather, with a somewhat higher 
and pull straps. In 1894 the shoe 
extremely narrow with a pointed 
top, and combination laces and hooks, 
also with pull straps. The 1902 shoe 
had a “bulldog” toe and was of the ox- 
ford variety with buttons instead of 
laces. The 1928 riiodel was the latest 
Johnston & Murphy oxford, tan with 
wing design toe decoration. 
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NCEW ACUMBERS 


for Spring and Summer Selling 


Brownkt Shoes 


Jor Women 


APTIVATING novelties to feature for late 
Spring and Summer. 


Ankle strap, tie and pump patterns of new 
and subtle lines. All light, airy construction. 


T890—“Brown bilt” 
Women’s Patent Gerry Cut-Out 
Pump, Plain Toe, 1%-inch 
Covered Wood Box Heel, Imi- 
tation Turn, Rip Last, AA 4-8, 
A 3%-8, B 3-8, C 2%4-8....$3.15 
In Stock May 10-20 


D84—“Brownbilt”’ 
Women’s Patent Twin Strap 
Sandal, Plain Toe, 2%-inch 
Covered Wood Spike Heel Imi- 
tation Turn, Letty Last, AA 4-8, 
A 3%-8, B 3-8, C 2%-8....$4.35 
D-85—Same in White Kid...$4.35 
In Stock Now 


AA136—“Brownbilt” 
Women’s Patent Netche Ank- 
lette, Plain Toe 2%-inch Covered 
Wood Spike Heel, Imitation 
Turn, Vogue Last, AA 4-8, A 
3%-8, B 3-8, C 24%-8...... $5.00 
In Stock May 1-10 


AA137—“Brownbilt” 
Women’s Patent Netche Ank- 
lette, Plain Toe, 15-inch Covered 
Wood Box Heel, Imitation Turn, 
Strut Last, AA 4-8, A 3%-8, B 
ee) ee 
In Stock May 1-10 


AA138—“Brownbilt” 
Women’s Patent Pattie Pump, 
Honey Beige Lustre Kid Trim- 
med, Plain Toe, 15-inch Covered 
Wood Box Heel, Imitation Turn, 
Strut Last, AA 4-8, A 3%-8, B 
ee See $5.00 
In Stock May 1-10 


T886—“‘Brownbilt”’ 
Women’s Patent Racey Sandal, 
Plain Toe, 25s-inch Covered Wood 
Spike Heel, Imitation Turn, 
Mickey Last, AA 4-8, A 3%-8, B 
3-8, C 212-8 $3.50 
In Stock May 10-20 


Town Saoce Gorgon 


Manufacturers 
EVERYBODY 


‘*SHOES FOR 


FOR 


St. Louis, U. S. A. 
EVERY 


OCCASION’’ 
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Move in St. Louis 


Sr. Louis, Mo.—Eastertide brought | 
profits and increased business to the re- 
tail shoe trade despite the rain on Fri- 
day and snow on Easter Saturday 
which for a brief moment brought dis- 
may among merchants. Snow and cold | 
weather had its effect but the fair sex | 
optimistically bought their footwear | 
and were rewarded with bright sun- 
shine and a rising temperature on | 
Easter Sunday. April is holding well 
and figures are comparable with those 
of a year ago when an extended oppor- | 
tunity for showing increases was pos- | 
sible due to a later Easter. A majority | 
of the stores are equalling or slightly | 
bettering the volume of a year ago and 
with a break in the weather all are 
set for a business betterment. 

Never before has the style procession 
been so spread with materials and pat- | 
terns as at present when the windows | 
are filled with shoes vieing with each 
other for prestige. The popular priced 
stores are pushing straws in all con- 
ceivable combinations and color and the | 
proprietor of a chain of $6.00 stores 
reports excellent response. Red, blue, | 
and green in kid together with silk and | 
linen prints are splashed into confusion | 
in al! popular priced institutions. 

There is encouragement in the report | 
from $8.00 to $12.50 stores that colors 
are improving with a showing estimated 


to be approximately 50 per cent, pat- | 


ent registering the remaining percen- 
tage. It is the belief of some that this 
percentage will be increased with the 
advent of warm weather and will gain 
in popularity until the figures will hov- 
er around 70 per cent for colors. 

Reptiles in high grade shoes continue | 
on the increase with python and water 
snake scoring well in the call. 

A surprise note in the style realm 
has been a persistent demand for mid- 
night blue kid shoes. A few of the 
stores caught the trend and have been 
able to report nice business because of 
their choice. 

It is believed colors will continue un- 
til white supplants them and from con- 
versations with a few smart operators 
it’s going to be a vociferous supplant 
as the style impresarios usually in the 
know say whites and how. 


Ohio Shoe, Clothes and 
Dry Goods Men to Meet | 


CoLumBus, OHIo (UTPS) —At a} 
meeting of the boards of directors of 
three of the leading retail associations of 
Ohio, namely, the Ohio Valley Retail 
Shoe Dealers’ Association, the Ohio 
Retail Clothiers’ and Furnishers’ As- | 
sociation and the Ohio Retail Dry 
Goods Association, held in Columbus, 
April 17, it was decided to have the 
three organizations hold a concurrent 
convention at Columbus probably the 
first week in May, 1929. This action | 
followed a recommendation of the pres- | 
idents of the three organizations at an 
informal conference held in Columbus 
several weeks ago. 

It was also recommended that a joint 
banquet of the three associations be 
held on the last evening of the three- | 
day convention. There will be several 
joint sessions at which several out- 
standing merchandising experts will be | 





Colors and Novelties | 


Plenty of Light in This Shop 


a. 
< 


Boston, Mass.— The new Emerson 
Shoe Store, which was recently opened 
at 68 Summer Street, corner of Otis 


| Street, has a store front that is differ- 


ent. The principal idea is to afford an 
unusual amount of light, and display 
space. For instance, the island in the 
center not only gives a pleasing note of 
ornamentation, but unique glass door 
background. In addition to this door, 
there are five other glass doors forming 


a part of the window backgrounds, | 


giving more daylight, and serving as 
entrances to the windows, which are 
carpeted with a green and gold cloth. 


The interior measures about 24 x 25 


secured as speakers. The convention 
will be held at the Deshler-Wallick 
Hotel and there will be merchandise 
displays for each of the associations. 
Details of the joint convention was 
left in the hands of the convention 
committee consisting of the presidents 
of the three organizations. They are 


| Earl T. Smart, Marion, president of 


the Ohio Valley Retail Shoe Dealers’ 


| Association, H. S. Ames, Dayton, pres- 


ident of the Ohio Retail Dry Goods 
Association and T. W. Craig, Athens. 
president of the Ohio Retail Clothiers’ 
and Furnishers’ Association. 


New Queen Quality Shops 


ROCHESTER, N. Y. (UTPS)—The 
Quality Boot Shop is the latest addi- 
tin to Rochester’s shoe stores, being 
located in a unique and attractive store 
at 9 East Avenue. The store is fitted 
up like a pleasant reception room, 
shelves of stock being conspicuous by 
their absence. The conventional shoe 
store chair is also lacking in the new 
shop, which has instead, attractive and 
very comfortable salon chairs, which 
give to the place a homelike appear- 
ance. 

The new store is in charge of R. H. 
Webster, for many years associated 
with Gould, Lee & Webster, Rochester’s 
oldest shoe house. 


ERSONSIIOES 


RAT ERLALAL EAL 


ft. There are four long wall mirrors, 
which form the outside of closets which 
may be used for findings cases. The 
hosiery section has a glass front of 
stock compartments, with a display 
cabinet above and below. The store in- 
terior is finished in American walnut 
| with leather upholstered chairs; the 
| cashier’s and bundle desk is at the rear 
of the store. Men’s, women’s and boys’ 
| Shoes are carried. 

The manager is E. O. Bauer, with a 
19 years’ experience in shoe retailing, 
| and formerly manager of the All Amer- 
| ican Shoe Store, which was located 
|.down stairs at No. 68 Summer Street. 


'Madame Jeffries to 
Show at B. F. Keith’s 


Boston, Mass. — “Around the Clock 
with Fashion” will be presented to the 
public by Madame Hamilton Jeffries, 
nationally known stylist, and fashion 
editor of the Boot AND SHOE RECORDER, 
at the B. F. Keith theater for two per- 
formances daily during the entire week 
of May 14. Madame Jeffries will fea- 
ture ten models, gowned and “hatted” 
by Helene Crosby of Boston. The foot- 
wear will be that made by Laird 
Schober & Co., and will be supplied 
from the retail shoe store of the Henry 
H. Tuttle Co. Leathers are by Hunt- 
Rankin and the Amalgamated Kid; or- 
naments by Ballou; the hosiery will be 
from the Holyoke Hosiery Co. For day- 
time wear, the order of “shoe-ing” will 
be fashion welts; for afternoons, col- 
orful footwear will be displayed; for 
evening, the daintiest of turns in pastel 
| kids; coiffures by Joseph Battel. Jack 
Renard’s Orchestra will furnish the 
music. This will be Madame Jeffries’ 
| third showing of the advance mode of 
| the feminine silhouette at the B. F. 

Keith theater; she has already given 
| five showings at the Keith-Albee thea- 
|ter, here, and has “played” to many 
| audiences in other leading cities of the 
| country. 
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Here Are Shoes. 
That Make the Game 
Worth Playing 










Jeanne Mule 





Jeanne Mule 





















(A_ Grade (B Grade 
Construction) 
Patent Leather Construction) 
Spike and Cuban AA-C Patent Leather 
$4.00 Spike A-C Annette 
Patent, with or Patent (sq. toe) Patent Leather 
ornamen : pik 7 
Black satin, with Cuban A-C Spike and Cuban AA-C 
metal ornament 83.60 Black Satin 
Spike and Cuban AA-C Spike AA-C 
$4.25 Light Parchment Kid Bryn Mawr . "ed = 
— Seo = ee coe Tan Calf, Smoked Elk 
Mallinson’s Printed je Levers Vamp and Quarter 
Spike A-O0 Black Calf, White Elk 
ae74 a? $3.85 Vamp and Quarter 
Silver Kia All White Nubuck 
Spike AA-C ee eae B and © 


oe 


Lasell 
Smoked Elk, Tan Calf Trim 
White Elk, Black Calf Trim 
“‘Bearfoot” Sole, A to C 
White Nubuck 
Plain Toe 
Crepe Sole, A to O 
Boston, Mass. roay Me 
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57 Lincoln St. 


Can You Speak the Language 
of Your Business? 


Do you know the meaning of all the terms used in the shoe and leather trade? Can 
you make a good impression on a customer by calling things by their correct names 
and answering questions in an intelligent manner? 






If you can’t—you need the 


“Shoe and Leather Lexicon” 


An authoritative dictionary of the terms used in the shoe and leather trade. The price 


of the Lexicon is 
50 Cents 


(Cash with order) 


Boot and Shoe Recorder Publishing Co. 


207 South St. Boston, Mass. 












April 28, 1923 
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SEND INYOUR ORDER NOW FOR 
WINDOW TRIM MATERIAL 
AND NEWSPAPER ELECTROS 


Can You Speak the 
Language of Your 


Business? 


Do you know the meaning of all the terms used 
in the shoe and leather trade? Can you make a 
good impression on a customer by calling things 
by their correct names and answering questions 
in an intelligent manner? 


If you can’t—you need the 


“Shoe and Leather 
Lexicon’’ 


An authoritative dictionary of the terms used in 
the shoe and leather trade. The price of the 


Lexicon is 
50 Cents 


(Cash with order) 


Boot and Shoe Recorder Publishing Co. 
207 South St. Boston, Mass. 
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DECIDEDLY 
DIFFERENT! 


IN STOCK 
No. 236—$3.65 


Made with the Famous RED WING ALL 
CORD GRO-CORD Soles (Notice how the 
tough tire cords run to the sole’s edge). 
This Clean Black Retan, slip-proof, Every- 
day Blucher is different. 


A classy-looking, comfortable, practical 
worker’s favorite that sells and repeats. 
Suitable for the toughest task, yet sufficiently 
snappy for street wear. 


Goodyear Welt Construction, Oak Inner- 
soles, White Storm-Welt, 13-nail, whole rub- 
ber stay-fast heels, full patterned gusset, 
nickeled hooks and eyelets, special combina- 
tion last, and ALL CORD GRO-CORD Soles 
are a few of its features. Only Red Wing 
Shoes are bottomed with ALL CORD 
SOLES. 


YOU SHOULD SEE IT. Samples gladly 
submitted. 


Red Wing Shoe Company 
MANUFACTURERS 
Red Wing, Minn. Dallas, Texas 
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WHERE TO BUY 
Men’s Shoes 


i eid 


hoe Market News 


in the Boot and Shoe Recorder 





SHOE 





BY ror MEN 
) M. a. PACKARD CO., Makers 
—_-_——- BROCKTON —___ 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 














Richards & Brennan Co., Randolph, Mass. 


<\ 


BOSTONIANS 


SHOES FOR MEN 


COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 














CE 


60 STYLES IN STOCK 
EMLRASON SHOE MFG. CO., Rockland, Mass. 
Write for catalogue today 

















Tv WEYMOUTH. MASS. 





HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 
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O’Donnell Corp. 
Purchases Four 
Shoe Concerns 


Merger Involves Close to 
$3,000,000; Units to Be 
Operated Separately 


St. Paut, Minn.— The O’Donnell 
Shoe Company, the Thompson Shoe 
Company, Foot, Schulze & Company, 
and C. Gotzian Company, all of St. 
Paul, have been absorbed by a new 
Delaware corporation headed by W. M. 
O’Donnell of St. Paul, founder and 
president of the shoe manufacturing 
company bearing his name in that city 
since 1908. It is estimated that the 
merger involves close to $3,000,000. 

Talking to a staff representative of 
the RECORDER on Monday of this week, 
Charles M. Patterson, vice-president 
and treasurer of the new corporation 
stated: 

“We would like to have it clearly 
understood that the various units in- 
volved in this merger will operate in- 
dividually, each branch marketing its 
particular product to the trade. 

“We shall produce the women’s shoes 
at the Winona factory, operate the 
Stillwater plant on men’s footwear 
while the better grades of both men’s 
and women’s shoes will continue to be 
made at the factories located at Tenth 
and Sibley Streets, and the Humboldt, 
Tenn., factory will continue to make 
popular priced men’s welts as hereto- 
fore.” 

In an interview to the press at last 
week’s closé, W. M. O’Donnell said: 

“This is an age of big volume in all 
industries and particularly so in shoe 
manufacture, where factory output to- 
day must be considered in terms of 
thousands of pairs per day. In bring- 
ing together these organizations inter- 
ested in shoe production in St. Paul, I 
wish to make it plain that although 
these various companies have been 
consolidated under one ownership and 
management, they will continue to op- 
erate as independent institutions. It 
is our hope that we can increase the 
volume of business of each company 
so that additional plants can be located 
in St. Paul.” 

W. M. O’Donnell began his career 
in the shoe industry 40 years ago in 
the Gotzian factory and continued in 








their employ until he resigned as super. 
intendent in 1908 to organize the 
O’Donnell Shoe Company. 

Charles M. Patterson has _ been 
actively identified with Mr. O’Donnel] 
since the inception of the O’Donnel] 
Shoe Company, in addition to having 
been president of the former Nationa] 
Exchange Bank in St. Paul and other- 
wise prominently identified with exten. 
sive financial interests. 

L. Gish, president for the past 
three years of Foot, Schulze & Com- 
pany is a vice-president of the new 
concern. H. G. Lohmann, president of 
the Gotzian Company is also a vice- 
president of the new organization, while 
J. R. O’Donnell is secretary. 

The general offices of the O’Donnell 
Corporation will be maintained at 
Tenth and Sibley Streets, St. Paul. 


New Wholesale Company 
Opens Up in Boston 


Boston, Mass.—Operating under the 
firm name of McCloskey-Matz-O’ Neill, 
Inc., Edward S. McCloskey, Edward 
B. Matz and John F. O’Neill opened a 
new wholesale house at 215 Essex 
Street on April 30. All three of the 
partners of the new firm are New En- 
gland men who are already well known 
in the jobbing trade both in this ter- 
ritory and in the West. 

Although a completely independent 
organization, McCloskey-Matz-O’ Neill, 
Inc., will act as a direct manufacturer’s 
outlet and will feature a popular priced 
retail seller of unusually high quality. 
The line also includes a new chrome- 
soled slipper for men and women to be 
known as the “Restawhile.” 


Johnson and Rand 
Make Large Gifts 


St. Louis, Mo.— Jackson Johnson, 
chairman of the Board, and Frank C. 
Rand, president of the International 
Shoe Company, each gave $150,000 to 
Barnes Hospital in St. Louis for the 
development of the Department of Sur- 
gery. The announcement was made 
April 21 by the Board of Trustees of 
the hospital. 

A memorial building fund is contrib- 
uted by Mr. Johnson in memory of his 
son, Jackson Johnson, Jr., who died in 
1918 while serving in the army «ver- 
seas. 

Mr. Rand made his gift in memory 
of his brother, Edgar E. Rand, one of 
the founders of the Roberts, Johnson 
& Rand Shoe Company, who died in 
1907. 

The affairs of the hospital are 
aged by a Board of Trustees. appointed 
by the Bishop of the Methodist F))isco- 
pal Church South. Mr. Rand is chalr- 
man of the Board. 
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Selby to Issue Stock 


PoRTSMOUTH, OHIO (UTPS)—The 
Selby Shoe Co., is arranging to issue 15,- 
000 shares of preferred stock, with par 
value of $1,500,000 to take care of pro- 
posed extensions and improvements, in- 
cluding the rebuilding of that portion 
of the present factory facing Seventh 
Street, east of Findlay Street. All old 
preferred stock is to be called in and 
the new preferred issued. There are 
now 9000 shares of preferred stock 
outstanding. The present issue of 
common stock will be called and split 
up, eight for one shares on a no par 
value basis. Portions of both the pre- 
ferred and common stock will be 
offered to the public through Otis Co. 
of Cleveland and R. E. Scott, Ports- 


mouth. 


Shoe Production Showed 


Big Gain in February 


WASHINGTON, D. C.—Boot and shoe 
production in February was more than 
3,000,000 pairs greater than for the 
preceding month, according to figures 
made public by the Department of 
Commerce based on reports received 
from 1090 manufacturers, representing 
1237 factories. 

Production totaled 29,137,974 pairs, 
as compared with 25,939,253 pairs in 
January and 27,292,266 pairs in Febru- 
ary, 1927. 

February production included 7,816,- 


296 pairs of men’s shoes (high and low | 


cut, leather), 2,103,562 pairs of boys’ 
shoes, 10,366,978 pairs of women’s 
shoes, 3,602,630 pairs of misses’ and 
children’s shoes, 2,285,829 pairs of in- 
fants’ shoes, 259,286 pairs of athletic 
and sporting shoes (leather), 280,602 
pairs of shoes with canvas, satin and 
other fabric uppers; 275,234 pairs of 
all-leather slippers for house wear; 1,- 
419,948 pairs of part-leather slippers 
for house wear, and 727,609 pairs of 
all other leather or part-leather foot- 
wear. 


“Tntellectual” Shoes 


LYNN, Mass.—‘“Fine style shoes now 
appeal to the intellect,” says W. F 
Hooley of the W. F. Hooley Shoe Co 
“For a long time, shoes were made to 
fit the feet, and were looked upon as a 
necessary covering to the feet. Later, 
some genius conceived the idea of mak- 
ing shoes to please the eye. Now, shoes 
are more than that, for they are of 
shape like and color that appeal to the 
intellect. 

“In so far as actual necessity is con- 
cerned, woman could struggle along 
with a couple of pairs of shoes a year, 
as they did in times of not so very long 
ago. But these are days of the art of 
living, and of expression of the finer 
things of life. So a multitude of women 
are choosing shoes to please their fancy, 
or, to put the phrase more strongly, to 
delight their intellects. 

“Any scholar will affirm that women 
are of higher intellectual power. So 
we shoemakers are benefited by the 
new intellectual culture among women.” 








Wide Variety in Style 
as Season Progresses 


LYNN, Mass.—Shoe business here is 
advancing toward the peak of spring 
and summer business, with an abun- 
dant variety of styles and grades going 
through the factories, the types rang- 
ing from simple effects in pumps of 
familiar patent or white kid leathers 
to dainty effects in oxfords and ties of 
red, blue or green leathers, and thence 
to the gay and festive footwear of art 
fabrics or high hued leathers. 

There is a marked tendency to use 
more leather in shoes so as to get away 
from the barefoot effects, as well as to 
reveal the new art in leather. This is 
going on in face of the rising leather 
market, and, also, in face of the de- 
mand for light weight shoes for sum- 
mer, such as footwear in the 12 ounce 
class. Hence it is necessary for shoe 
manufacturers to choose leathers with 
respect to their lightness of weight and 
suppleness, as well as their color and 
their price. 

Lasts are being whittled to lighter 
lines than ever. It is a common desire 
that shoes fit snug and comfortable, 
like a glive. Even linings are ironed 
to make them smooth, and easier to 
the foot. 

Heels are lower, even on the smart 
novelties. They are good to walk in. 
Pretty shoes for summer are for out 
of door wear, and so should have a fair 
tread to pavements, and be different 
from shoes that are for indoor wear 
chiefly, like the smart and dressy shoes 
of the winter season. 

Genuine reptiles, especially snakes 
and lizards, appear to be stronger than 
ever. Art fabrics are selling in in- 
creasing volume. All white pumps, as 
well as white pumps with color trim- 
mings, are being made in numbers, and 
a further demand for them is expected 
as the weather gets warmer. The 
brown tones are gaining faster than 
was expected. Oxfords, with invisible 
eyelets, as well as strap pumps, are of 
soft and supple kid of red, blue and 
green, as well as of colors of the chart. 
Straw cloths and like effects are noted 
in many lines, Patents sell right along. 

Variety abounds, in both materials 
and patterns, the purpose being to stim- 


| ulate the sale of shoes for summer, or, 


to express the matter in more detail, 


| to lead the average shopper to buy not 


merely a single pair of summer shoes, 
but to choose shoes of patent, of white 
kid, of colored kid, of reptile leather of 
art fabrics, and so on, according to her 
purse as well as her own good taste 
and her ambition to dress smartly 
from the ground up. 


Bradleys Off to Europe 


HAVERHILL, Mass.—Everett Bradley, 
junior member of the Bradley-Goodrich 
Shoe Co., Inc., and Mrs. Bradley, sailed 
from New York on April 18 for a two- 
months’ tour of Europe. The Bradley- 
Goodrich factory, one of the best known 
and longest established in the local in- 
dustry, is now reported very busy mak- 
ing its well known lines of women’s 
high grade turns for the retail trade. 
The firm reports being sold up until 
May 10. 
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WHERE TO BUY 
Men’s Shoes 
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<5 HAND LASTED 
Bion F-REeYNo ios Comm 


BROCKTON, MAS » 


WHERE TO BUY 


Men’s & Women’s 
Slippers 
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Men’s All Leather House Slippers 


HAND TURNED— 





Manufacturers 
124 N. 3rd St., Philadelphia 








IN STOCK 


Genuine kid 
turn 


$1.10—5% 
10 Days 
Case Lots 


WM. SUMNER SMITH 


325 W. Monroe Chicago, Ill. 
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Uf the Better Grade 
For the Be: 








AS THE QUALITY 
PULLMAN SLIPPER 





PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York Ci 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns 
$27.00 per doz. and up 
Cataleg 


sent on 
request 








Two Strap Sandal 
Cc, D & E—2%-9 
In Stock 
No. 3-2 at $2.35 
MORAN-HERMANN- 
McMANUS. INC. 
Auburn, Maine 
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WHERE TO BUY 


Shoe Price Ticket Holders 
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LLINGER CO. 
416 Victoria Bldg., St. Louis, Moe. 
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WHERE TO BUY 
Ballet Slippers 
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Im Stock Black Bal- 
let Slippers 
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Specinite ts in Ballet Manufacture 
See a iti th St. Philadelphia, Pa. 














In Stock 


Women Children 
618 Black Kid.. oe 4 rT 75 $2. 70 
606 Pink Satin.. 3.85 .80 
Coast Prices “sitently , ~*~, 


BROOKS SHOE MFG. CO. 
Philadelphia—.1725 No. Gth St. 
Les Angeles—1162 So. Hill St. 
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WHERE TO BUY 
Children’s Shoes 
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“ELAM” 


Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE .CO. 


ROCHESTER, N. Y. 
Boston Office: Statler Bidg., Room 532 

















J. H. Stone Guest of 
Shoe and Leather Men 


Boston, Mass.—James H. Stone, re- 
cently appointed manager of the Na- 


tional Shoe Retailers’ Association, was . 


guest of honor of the directors of the 
New Engalnd Shoe and Leather Asso- 
ciation at a luncheon-meeting held at 
Hotel Essex, April 18. 

President Alfred W. Donovan, who 
presided, extolled Mr. Stone as one of 
the outstanding personalities in the 
retail shoe trade and predicted that his 
administration would serve to bring 
the various branches of the shoe and 
leather trades into closer and more 
harmonious relationship than ever be- 
fore. 

In responding, Mr. Stone said that 
his chief ambition as manager of the 
N. S. R. A. would be to bring about 
the unification of thought, action and 
direction between the component parts 
of the allied shoe and leather indus- 
tries, and especially the raising of 
standards of ethics between the retail- 
ers and the shoe manufacturers of the 
country. 

President Donovan announced the 
appointment of standing committees 
and chairmen of the Association’s 
councils for 1928. It was voted to 
authorize the president to appoint 
a special committee of the Association 
to co-operate with the 1930 Massachu- 
setts Bay Tercentenary, Inc. 

Reports relative to the Association’s 
activities in regard to men’s Summer- 
weight shoes, the pending Cuban parcel 
post legislation in Congress and other 
matters were presented. Several new 
members were voted into the Associa- 
tion. 


Some Early Buying for 
Fall Noted in Boston 


Boston, Mass.—Shoe factories are 
busy with many women’s light-colored 
shoes, as well as midnight blue _ kid. 
Dress sport effects in prints and Toya 
cloth are gay in many colors with a 
predominating shade matched in a kid 
trim. Already samples for women’s 
shoes for fall show much brown calf 
and kid, with python trims. Snake and 
lizards are being extensively used for 
trims on patent leathers. Dress ortho- 
pedic shoes continue to introduce new 
fashion features. 

The style situation as to colors and 
patterns for fall is reported by manu- 
facturers to be well settled in the 
minds of buyers, who are specifying 
what they wish in this direction. All- 
over patent leather shoes in ties, pumps 
and straps are reported in biggest de- 
mand, in heel heights ranging from 
14/8 ‘to 22/8. Many perforations are 
used on some of the patent leather 
numbers as effective trims. 

Rows of perforations appear on 
white kid and calf numbers, while an 
attractive number in white buck with 
jade kid trim and black sole and heel 
is one of the popular sellers. 

Brown suedes, ranging from a very 
light shade to medium tones, are in 
steady demand. Tanners of reptiles re- 
port that the call for this leather is 
continuous. 














New Display Fixture 


A new display fixture 
has been developed by M. 
D. Pollinger, Victoria 
Building, St. Louis, 
called the “Polly Shoe 
Holder.” It holds the 
shoe in an upright posi- 
tion, thus displaying the 
shank and bottom design. 
This holder can be used 
both for men’s and wo- 
men’s shoes. It is made 
of a non-rustable metal, 
oxidized finish and is felt 
lined. 


St. Louis February 
Sales Below Last Year 


St. Louris, Mo.—The report on the 
shoe industry as released by the Eighth 
District Federal Reserve Bank report 
on general business conditions is as 
follows: “February sales of the five re- 
porting interests were 7.3 per cent 
smaller than the corresponding month 
in 1927, and 21.9 per cent below the 
January total this year. The sharp 
decline in the month-to-month compar- 
ision is explained partly by seasonal co” 
siderations, while the decrease undc. 
last year is due in a measure to heavier 
booking of advance orders in Decem- 
ber and January than during those 
months a year earlier. Stocks on March 
1 were 53.7 per cent larger than 30 
days earlier and 50.4 per cent in ex- 
cess of those of March 1, 1927. Incom- 
ing orders since March 1 were reported 
generally satisfactory but weather 
uncertainty tended to hold down pur- 
chasing for the Easter holiday trade. 
Retail stocks are low, but there is a 
general disposition to replenish with 
conservatism. The trend of prices of 
finished goods continues upward and 
the recent advance in raw materials is 
being sustained. Factory operation 
was at a slightly lower rate than dur- 
ing the preceding thirty days.” 

Shipments are apparently holding up 
well with figures showing a slight bet- 
terment over a period a year ago. This 
is the report issued by a number of the 
general line houses. There is a tremen- 
dous volume of mail orders coming into 
the houses at present which is an indi- 

cation that Easter business was good 
and an emergency to fill broken stocks 
immediately seems to prevail through- 
out the trade territory. 

Some early fall shoes are being sent 
to the salesmen with a more complete 
line to go out within a short time. 


“Co-op” Incorporates 


MARBLEHEAD, M asSs.— Marblehead 
Shoes, Inc., has been incorporated with 
a capital of $50,000, and with Fred W. 
Thrasher as president and Malcolm L. 
Bell as treasurer. The company plans 
to make women’s shoes. It is a co- 
operative venture. Stock in it has been 
taken by residents of the old town. 
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Beg Pardon 


John S. Allard Simon Ruwitch 


Our apologies to John S. Allard for 
printing a picture of Simon Ruwitch 
of Chicago last week, instead of Mr. 
Allard’s in connection with the report 
of Mr. Allard’s elevation to the post 
of salesmanager of a special division 
of the Footwear Department of the 
B. F. Goodrich Company. Also our 
apologies to Mr. Ruwitch for this un- 
justified use of his picture. Just to 
show that the two men don’t look alike 
and so that BooT AND SHOE RECORDER 
readers may distinguish them apart in 
the future, we present both pictures 
this week, properly labeled. 

Mr. Allard comes to the Goodrich or- 
ganization from the Converse Rubber 
Co. Prior to his connection with Con- 
verse he was sales manager for the 
Sportoceasin Co. (now the Abbott Co.) 
of Yarmouth, Me., makers of high 

Ne golf and sport shoes for men, 
yomen and children. 


Arthur H. Hopkins Dies 


Arthur H. Hopkins, veteran shoe 
buyer and salesman, died at an Alta- 
dena, Cal., hospital April 15 after one 
day’s illness. Aged 65 years. 

Arthur H. Hopkins, or “Hop” as he 
was intimately known to the trade of 
the shoe industry of the central west, 
was first connected with the Wm. Don- 
aldson Co.’s shoe department, Minne- 
apolis, with the Hub Shoe Section, as 
manager, from 1900-1904, and later 
was the volume salesman for the Her- 
vey E. Guptill Company. Mr. Hop- 
kins was also actively identified and 
extensively interested in the shoe bus- 
iness of the Moeller Merchandise Com- 
pany and Penny & Gentles, both of St. 
Louis. 

He retired from active business six 
years ago and since then has made his 
home at Altadena, Cal., where his son 
Clark is active in real estate selling. 
Another son, Arthur, is manager of a 
Daytona, Fla., shoe store. Mrs. Hop- 
kins also survives him. 


Cut-Outs 


It is essential that the entire lining 
for the shoe remain intact during the 
lasting operation, so that the true 
lines of the shoe will not be distorted. 
It is also important that the machine 
for trimming the linings in cutouts be 
universal in scope on account of the 
ever-changing shapes of the cut-outs. 
The Boothco Trimming Machine — 
Model C fulfills these requirements and 
in addition performs the trimming op- 
eration in a rapid and efficient manner, 
predecing cleanly cut and true cut-out 
ines, 





Production Increase 


Expected in Cincinnati 


CINCINNATI, OHI0.—Shoe factories in 
this section continue to run at low ca- 
pacity, but executives are of the opinion 
that production will be increased with- 
in the next two weeks. A fairly satis- 
factory volume of orders has been 
coming in during the past few days, a 
large percentage being for fill-ins and 
immediate delivery. One manufacturer 
stated that the majority of these orders 
are for red, blue or green kid or some 
other novelty, most retailers having 
laid in a fairly good stock of staple 
styles before the last price advance. 
Bookings for early summer delivery in- 
cludes white kid and some of the more 
novel materials, linen, Japanese Straw 
and silk finished fabrics. 

“Footwear for late summer and fall 
sales will incline toward tailored ef- 
fects,” said John G. Holters, president 
of The United States Shoe Company. 
“These shoes, I think, will be largely 
in pump and one-strap effects, with 
moderate heights of heel, ranging from 
12/8 to 14/8 inches.” 

“Production at our factory at pres- 
ent is about on a level with that of 
last year,” Jack Roth, vice-president of 
The Roth Shoe Company said. “A 
large percentage of the orders coming 

_in are for black patent and black kid,” 
Mr. Roth said, “and we expect both to 
be very good through summer. The dee 
mand for light colored kid is increas- 
ing and there is a conservative demand 
for fabrics and straw.” 


Haverhill Production 


Makes Good Gain 


HAVERHILL, Mass.—Production fig- 
ures mounted considerably last week in 
the local industry following a brief 
slack period which set in with the open- 
ing of the month. Factories serving the 
chain store and mail order trade are es- 
pecially busy. The mail order houses 
have placed their initial orders for the 
July book and several factories serving 
this trade are at capacity. Improve- 
ment in retail business is gradual, but 
becoming more pronounced. There is 
less resistance to prices as quoted by 
the manufacturers and future business 
long delayed is developing. 


There is a considerable cutting of | 
white kid, which gives indication of a | 


good white run. In style shoes, bright 
colored kid is continuing to show, also 
reptilians in both genuine and imita- 
tion skins. Blacks show patent in the 
lead, with velvet and satin in lesser 
prominence. 


E. M. Rickard Back 


HAVERHILL, Mass.—Edward M. Rick- 
ard of the Rickard Shoe Co. has re- 
turned from Hot Springs, Ark., 
where he has been enjoying the baths 
and the golf tourncys. Mr. and Mrs. 
Rickard both returned this week, their 
son, Henry Rickard, preceding them by 
ten days. The Rickard Company is 
very busy; the month of March was 
reported, as one >f the largest in the 
firm’s history in p pint of production. 


WHERE TO BUY 


Women’s Novelties 





IF 
you want a_ sales-producing 
line of ladies’ novelty shoes, 
write us for circulars. You'll 
see many specialties at a 
low price enabling you to 
mote —_ — gone 
> competition. It w cost 
IMES you only a two-cent stamp 
and well worth it. 


Samuel Cohen 
Shoe Co. 
72 Lincoln St., Boston, Mass. 























Leave it to Louis 
Halpern for Style 
and Price on 
Women’s Novelty 
McKays. 

Send your orders and de- 


scribe the shoe you need. 
Louis Halpern Shee Com- 
147 ~—Lineoin 


pany, Ine., 
on, Mase. 

















WHERE TO BUY 


Store Fixtures 


OT OT 0) DA's bn 8 81 Oh 
FIXTURES 
c L. GOODWIN & CO 


WORCESTER, MASS 
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WHERE TO BUY 
Slipper Supplies 


B66 6 er eee 





POMPOMS AND ROSETTES 
The right merchandise at the right price. 
Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 











DO YOU KNOW? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 
Shoe Buckles 
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CUT STEEL 
BEADED RHINESTONE 
“Decidedly Different” 
Importers 
MAISON MANN, INC. 
formerly 
BAUER & MANN 
3 West 20th St.. New York 


Trirar!t & De ALTERIIS 
Importers and Manufacturers 
CUT STEEL . BEADED 
RHINESTONE 
SHOE ORNAMENTS 


101-103 West 37th Street, 
New York City 
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WHERE TO BUY 
Standard Shoe Materials 
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A. & H. VEITH, INC, 
—I mporters— 
9-11 East 38th, New York 
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The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danverspert, 95 South St., Besten, Mass. 


est Virginia 


Always Uniform in Quality. 
ere Dependable in Service. 
p Products Department 


WestVirginia Ful p& Ag Sonn ad 
New York 




















New Brown Factory 


MATTOON, ILL.—The Brown Shoe 
Company of St. Louis is planning to 
establish a new branch factory here to 
employ 700 persons, according to plans 
now in formulation. Citizens of Mat- 
toon are investing $100,000 in the 
project. The new building, when com- 
pleted, it is said, will represent an in- 
vestment of $300,000 





Colorful Sport Footwear 
for Men Seen in Brockton 


Shops Busy on New Patterns as 
Season Opens 


BROCKTON, Mass.—Shoe manufactur- 
ers in this district see visions of .the 
greatest season in history here for 
sport shoes for the coming summer and 
by combining designs, styles and col- 
ors, they are making most of the trend 
to provide the footwear necessary to 
keep pace with the mode in sport wear. 

Apparently there has come a greater 
realization that ordinary shoes are 
“out” asa necessary adjunct to color- 





ful golff hose and plus-fours, for cus- 
tomers of local manufacturers are call- 
ing for the niftiest and nattiest in 
sport shoes. And manufacturers have 
not been idle as the wide array of de- 
signs and color combinations now being 
made up here shows. 

Most sport or golf shoes are being 
made up in white or light colored buck 
and other appropriate leathers with 
combining leathers of various shades 
of tan or black in all sorts of attractive 
designs. 

Winged tips, apron patterns, stays in 
contrast with the rest of the vamp con- 
stitute the main features of the many 
alluring designs. Saw-toothed edges 
extra large perforations which show 
up well in the contrasting leathers and 
effective stitching are added embellish- 
ments. Brass eyelets also are seen. 

There are some glazed duck shoes 
with leather trimmings, and still an- 
other feature is a shoe made entirely 
of panama straw in contrasting colors. 

Most of the shoes are made up in 
rubber soles or composition, but quite 
a few numbers intended solely for golf 
are finished in leather soles, equipped 
with steel calks or spikes. Most of the 
sport soles for golf have designs on 
the bottom. 


Jos. M. Herman Shoe Co. 
Moving Chicago Office 


CHICAGO, ILL.—The Jos. M. Herman 
Shoe Co. Chicago office is moving to 325 
W. Monroe Street, where the entire 
second floor will be occupied by office, 
stock and sample room. Harold P. 
Smith, western sales manager, believes 
that the consolidation of sales and 
stock departments under one roof will 
facilitate quicker service and better 
serve the convenience of the trade, es- 
pecially those wishing pick-up service. 


Duane Shoe Company 
Leases R. & H. Building 


HAVERHILL, Mass.—The Duane Shoe 
Co., this city, has taken a long term 
lease of the Middlesex square factory, 
formerly occupied by the Rice & 
Hutchins Co., Marlboro, and a part of 
the local business has been transferred 
to that location. The Marlboro branch 
is now in operation, with labor released 
by the Rice & Hutchins Company being 
employed. 

The Marlboro Industrial Trust and 
the Duane Factory Trust, recently or- 
ganized by the Marlboro Chamber of 
Commerce, have acquired available fac- 
tory property in that city and are fast 
leasing space to manufacturers from 














various New England points. 








Hamilton-Brown’s Gain 


St. Louis, Mo.—The Hamilton. 
Brown Shoe Company have just an- 
nounced in newspaper advertisements 
used in eleven of the principal cities 
the fact that a gain in shipments was 
made during the month of March \, ~y 
totaled $146,480. The company has 
gain of $463,006 for its first quarter 
Business continues brisk and further 
expansion is looked for by Sales \an- 
ager D. W. Martin. 

Merchants coming into the house are 
dividing their purchases between black 
and colors. Jack Winkler, house sales. 
man, reports big activity on straw 
shoes for women. H-B is the first St. 
Louis house to show a men’s sport 
oxford of tan Toyo cloth and tan calf, 








Gilbert Shoe Company 
Building New Plant 


MILWAUKEE, WIs.—A new modern 
factory for Kalisteniks, Goodyear welt 
shoes for children, is being erected by 
the Gilbert Shoe Co. at Thiensville, 
Wis. The capacity is being increased 
to 10,000 pairs per day, which is war- 
ranted by the present volume of bus- 
iness, and further addition to the plant 
is contemplated. 


William Zisman Dead 


BrocKkToN, Mass.—William Zisman, 
treasurer of the Old Colony Shoe Co. 
died suddenly on the 9.07 o’clock morn- 
ing train of Saturday, April 14, at 
Quincy, Mass., while on his way from 
this city to Boston. A special stop was 
made at Quincy, and the body removed 
to a hospital. The medical examiner 
declared death due to heart failure. 
Mr. Zisman had left his home in Brock- 
ton shortly before boarding the train 
on the day of his death, in his usual 
good health. Passengers on the local 
express noted that Mr. Zisman had 
slumped down suddenly in his seat, and 
the conductor and brakeman rushed to 
his side; orders were immediately given 
to slow down the train. The deceased 
was widely known in the shoe industry 
of this district. He was a young man 
of only 32 years, off a charming per- 





sonality, and had a large circle of 
friends. He leaves a wife and two 
daughters, three and a half, and one 
year old. 





W. H. Zumwinkle Retires 


MILWAUKEE, WIs.—Following the re- 
tirement, April 1, of W. H. Zumwinkle, 
as sales manager of The Edmonds Shoe 






Co., Milwaukee, President Edmonds 
has assumed the responsibilities of the 
sales department assisted by F. E. 





Sellers, previously connected with the 
distribution of Edmonds shoes. 












Florsheim Stock Sold 


New York, N. Y.—The $7,250,000 
6 per cent cumulative preferred and 
100,000 shares of common stock of the 
Florsheim Shoe Company offered ‘o the 
public last week by Lehman Brot hers, 
were sold in less than half a day, 
according to an announcement by the 














bankers. 
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i. ; E now come to the final but important 
‘owed WOE operation of reinforcing—the finishing 
‘lure. ; touch of the Economy Reinforced Leather Insole. 
srock- +4 

train 2 : 
usual ; After the canvas has been heated and fitted in 


local 


Reinforcing 


the insole, it is placed in the Economy Insole 
Reinforcing Machine— Model B. This machine 
(factory or motor drive) fits the canvas to the 
bottom of the channel and the rib, and trims off 
the excess canvas. 


This reinforcing helps the insole to retain its 
shape before and during the welt sewing operation 
and forms a firm foundation for the further oper- 
ations of the shoemaking. ECONOMY INSOLE 


REINFORCING MACHINE 
MODEL B 


: United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 


Otherwise insertion will be put over to the following week’s issue. 


POSITIONS WANTED 


4c per word. Minimum Charge 75c. 


LINES WANTED 


4c per word. Minimum charge 75c. 


ALL OTHERS 


7c. per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 


Five dollars per inch. Allow 45 words to an inch 





When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad. 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 







































SALESMEN WANTED 


SALESMEN WANTED 














SALESMAN 


with proven record to repre- 
sent manufacturer of men’s 
medium priced quality shoes. 
Western Pennsylvania, Illinois 
and Indiana territories now 
open. Possible opening in 
Northwest district. 





Address D-428, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 








(We have an established trade in 


CONNECTICUT 
and have a real opportunity to 
offer to the salesman who knows 
the retailers there. 


Goodwill Shoes 


For Hard Se 











SIDE line for shoe salesmen, beautiful samples, 
selling at sight. Liberal commission. Re- 
orders protected. State references. Advise 
territory. Address D-423, care Boot and Shoe 
aaa 239 W. 39th St., New York City, 





ALESMEN WANTED for Indiana, Missouri 

and Kansas. Must reside on territory and 
travel by auto. Children’s and women’s welts, 
McKays and stitchdowns. Large stock depart- 
ment. Commission basis. Will consider appli- 
cations of men who carry a_non-conflicting 
line. Address D-424, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





SALESMAN for Texas. Must reside on terri- 
tory and travel by auto. Children’s and 
women’s welts, McKays and stitchdowns. Large 
stock department. Commission basis. Address 
D-425, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





SALESMEN WANTED —To sell on commis- 
sion basis our strong line of children’s shoes. 
Fall line ready about May Ist. Following 
territories: Indiana, Western and Southern 
Ohio, Michigan, Iowa, Nebraska and Colorado. 
No objection to non-conflicting side line. Only 
men capable of adding to present list of ac- 
counts need apply. State past experience and 
give references in first letter. Ap. lications 
treated as confidential. HERBST S OE MFG. 
CO., Milwaukee, Wisconsin. 





Resident Salesmen Wanted 


For the following territories, for 
line of novelty slippers for the 
wholesale and retail trade. 


Boston Atlanta 
Chicago New Orleans 
Detroit San Francisco 


Liberty Slipper Co. 
663 Broadway New York City 








Have opening for territory of De- 
troit and vicinity. Substantial es- 
tablished trade. Rare opportunity 
for the right man. Give all details 
in writing D-443, care Boot and 
Shoe Recorder, 207 South Street, 
Boston, Mass. 











SALESMAN to carry our line of Sentry Shoe 
Trees to the wholesale and department store 
trade, commission basis. Goldsmith Mfg. Co.. 


Providence, R. I. 





SALESMAN WANTED:—We have an open- 

ing in several states for a side-line salesman, 
carrying our line consisting of a general line 
of shoe novelties and spats. Applicants must 
submit references with their first letter. Ad- 
dress D-409, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


A MILWAUKEE Manufacturer of Men’s and 
Boys’ snappy styles in Calfskins and Kips 
has the following territories open for real sales- 
men on a 7% commission basis. Write full 
particulars with application. All correspondence 
in confidence. Kentucky, Alabama, Mississippi, 
Arkansas, Iowa, North Carolina, South Carolina. 
Address D-453, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Ill. 








ALESMAN catering to the better trade to 
sell established high grade line of infants’ 
and children’s Welts and Turns in Greater 
New York. Address D-457, care Boot and 
a? Recorder, 239 W. 39th St., New York, 





ALESMEN—If you are looking for a wonder- 

ful line of MEN’S AND BOYS’ MEDIUM 
PRICED DRESS WELTS, ranging in price 
from $2.75 to $4.60, you will do well to get 
in touch with us. Line consists of 36 numbers 
-——every number in stock. New line ready June 
Ist. Changing representatives in practically 
every territory. 8% commission. Address 
1D-456. care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





ALESMAN for Kansas and Missouri with 
established following for high grade sstitch- 
downs, child’s, misses’ and growing girls’ welts. 
In-stock proposition. Must live in territory. 
Helmholz Shoe Mfg. Co., Milwaukee, Wis. 








SALESMEN WANTED 








ALESMEN wanted by manufacturer of Boys 

and Girls’ Mctnays, Welts and Stitchdowns, 
for the following territories:—Alabama, Colo 
rado, Florida, Idaho, Indiana, Kansas, Ken 
tucky, Mississippi, Montana, Nebraska This 
is a favorably known and fast-moving _ in-stock 
proposition with 100% service. Liberal com. 
mission. Whole time or non-conflictir side 
line. Give full information, experience and 
references first letter. Address Key No. 1-460, 
Boot and Shoe Recorder, 207 South St., Loston 
Mass. 


SALESMEN Wanted for Fastest Selling Line 
of Growing Girls’, Misses’ and Children’s 
Goodyear Welt and McKays. Carry as a side 
line on commission basis. Territories: Mich 
igan, Ohio, Maryland and Southern States 
Salesmen with established trade only.  Acidress 
D-458, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 






































































































m a 
EPRESENTATIVES wanted to handle | adies’ oper 
Imported High-Class Gaiters and Gents’ Spats SIX 
on commission. Established connection among buye 
first-class shoe stores essential. Apy by H. | 
letter only, giving full information. The Manley Micl 
Johnson Corporation, 260 West Broadway, New ee 
York City, N. Y 0: 
ALESMEN for all territories, popular line hn 
leather house slippers. Seven per cent com- prop. 
mission. Address D-464, care Boot and Shoe Boot 
Recorder, 239 W. 39th St., New York, N. Y Mass 
EW YORK concern has following territories 
available for up-to-the-minute, snappy, popu os 
lar-priced line of women’s novelties in stock, 2 
ready to ship: Western Pennsylvania, Missouri, posit 
Connecticut, Alabama, Ohio, Illinois and Texas conce 
Address D-465, care Boot and Shoe Recorder, Will 
207 South St., Boston, Mass. ot 
ANTED—Display Men to sell Window dis — 
play fixtures on commission basis. Write yo 
for particulars. Artistic Wood Turning Works it 
(established 35 years, originators of Wood collec 
Window Display Fixtures), 515 N. Halsted St claim 
Chicago, IIl. open 
— factu 
ALESMAN WANTED—Experienced _ sales Best 
man wanted for the South, drawing account Shoe 
to apply against commissions. Established ac — 
count, well known Boudoir Footwear. Only RC 
those of neat, dignified personality and best ch 
references need apply. Stone Shoe Company years 
71—5Sth Ave., New York City, N. Y sides 
for b 
organ 
too b 
BUSINESS OPPORTUNITY and 
a Mass. 
UCCESSFUL retail shoe manager-buyer will = 
be open in ten days to take active charge 
Willing to buy half interest in going, small 
Chain of popular-priced shoe stores or individual —— 
shoe store. Interested in towns of 20,(00 to 
200,000 population only. Can invest up to OR 
75,000 cash. No agents. The highest busi- 







ness reputation and credentials. Replies will 
be kept in strict confidence. Address D-440 
care Boot and Shoe Recorder, 207 South St. 
Boston, Mass. 













Information for Shoe Merchants 


The advertising pages of the Boot and Shoe 
Recorder ae an almost inexhaustible source 
@ informa’ as to where and what to buy. 
They are worthy of your closest attention, 
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POSITION WANTED 


AGENT WANTED 





POSITION WANTED:—Young man, married, 
capable manager, shoe salesman and window 
trimmer. Six years’ experience, manager past 
two years. Good references. Prefer to hear 
from chain shoe store concerns. Address 
D-454, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





I know a salesmanager who 
deserves a real opportunity 


He is a conscientious worker, has 
a real knowledge of markets, knows 
how to co-ordinate modern selling 
methods and advertising, and show 
. profit. Old enough to have bal- 
ance, young enough to have ideas. 
If you need such a man let me put 
you in touch with him. 


J. L. CROWLEY 
Boot and Shoe Recorder, 
207 South St., 
Boston, Mass. 





AGENT WANTED 


An agent for United States of America 
by manufacturers of Ladies and Girls 
medium grade shoes and slippers. Apply 
Shepherd & Co., (Slippers) Ltd., 
Springfield Works, Bury, Lancs, 
England. 


























H'c# grade man with wide experience selling 
women’s style shoes throughout United 
States now with small manufacturer where 
future is limited, is seeking connection with 
representative concern; either Women’s or 
Children’s style shoes to retailer or a volume 
proposition to chain stores and other large 
buyers. Possess unusual executive and sales 
ability. Qualified to present any shoe proposition 
of merit with force and intelligence. Resident 
Chicago. Excellent references. Correspondence 
invited. Address D-467, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





PEN for immediate connection with chain or 

Department store. Executive fully qualified 
in all phases of shoe retailing and chain store 
operation. Eight years’ experience. The past 
six years with chain as manager, supervisor. 
buyer and secretary. Age 28 and _ married. 
H. G. Goulet, 1725 Webb Ave., Apt. 6, Detroit, 
Michigan. 





SITION WANTED-—As Manager in retail 
store. Ten years’ experience in shoe busi- 
ness—five as manager. Good references. State 
roposition in first letter. Address D-463, care 
Zoot and Shoe Recorder, 207 South St., Boston, 


Mass. 





POSITION WANTED—Young man, single, 
26 years of age, ambitious, energetic, desires 
position as buyer and manager. With present 
concern two and a half years. Best references. 
Will travel. Address D-462, care of Boot and 
Shoe Recorder, 239 W. 39th St., New York, 
ms we 





OUNG MAN—Age 25, single, experienced 

in factory production, sales, credits and 
collections, returned merchandise adjustments, 
claims, perpetual inventory and shipping, is 
open for connection with successful shoe manu- 
facturing organization. Good correspondent. 
Best references. Address D-461, care Boot and 
Shoe Recorder, 1627 Locust St., St. Louis, Mv. 


ARCH SHOES—Need a man who can take 
charge not in word, but in deed? Twenty 
years’ successful retailing experience on both 
sides of ATLANTIC, in high grade footwear 
for both sexes. Over five years with present 
organization, holding responsible post. oj 

too big, or too tough. Write D-451, care Boot 
od Shoe Recorder, 207 South St., Boston, 

ass. 











FOR LEASE 





FOR LEASE—Shoe Department in a town 

of 18,000 inhabitants. Business of store, 
$250,000 Yearly. Open for a Live Wire. 
Address D-466, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


SHOE Department For Lease — Beautifully 
equipped, in high class Women’s Ready to 
Wear store. One half block from the busiest 
corner in both Carolinas. Population 82.000. 
Established 7 years, up-to-date display windows, 
shoe space 25 x 50 ft., on main floor, large 
operators only considered. Apply, 33 East 
tade St., Charlotte, N. C 





LINE WANTED 


LIVE wire of proven ability looking for im- 

mediate connection with women’s popular 

priced McKay manufacturer for volume trade 

in the entire west. Address D-445, care Boot 

sod Shoe Recorder, 207 South St., Boston, 
ass. 








LINE WANTED—Men’s work line solely for 
volume buyers; Men’s dress welts for vol- 
ume buyers; Ladies novelty line for volume 
buyers; close outs of every description for cash 
buyers. For fifteen years I enjoyed the con 
fidence of the best trade in Ohio and Michigan. 
Adequate references furnished. Address D-450, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





ANTED—SHOE LINE FOR GEORGIA. 
EXCELLENT REFERENCE. RUFUS 
GARDNER, MACON, GEORGIA. 





WAN rED for New York City, New Jersey, 

by a live wire representative, a real good 
line of men’s and boys’ work and dress shoes. 
Big following, car. Line must have merit and 
right price. Finest references. Address D-459, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








FOR SALE 








FOR SALE CHEAP 


COMBINATION WARDROBE SAMPLE 
TRUNKS FOR WOMEN’S _ SHOES. 
ALSO SAMPLE CASES AND TELE- 
SCOPES FOR WOMEN’S SHOES. 


Thomson-Crooker Shoe Co., 18 
Station Street, Roxbury, Mass. 


% 


(RESULTS 
Unucually 
Satisfactory ve 


Milwaukee, Wis. 
April 16, 1928. 
Boot and Shoe Recorder, 
Boston, Mass. 

Gentlemen: Kindly cancel our 
ad now running in the Classified 
Section under “Salesmen Wanted” 
heading. 

In issuing this cancellation order 
we might mention that. the results 
have been unusually satisfactory. 

Yours truly, 


EDMONDS SHOE COMPANY, 
F. E. Sellers. 


SS SS SS SS SSS SS SS SS SS SSS SS 




















FOR RENT 


OR RENT:—Office space in new building in 

the center of the wholesale shoe market in 
New York; excellent light, large and small 
units, will divide to suit tenant; freight and 
passenger elevator service. For terms and par- 
ticulars, apply to J. E. Bates & Co., 50 
a St., corner of Church St., New York, 











WANTED TO PURCHASE 








Sell Us Your Left Over 


New York Export Purcnasinc Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 








HOTELS 





inating Philadelphians 


Jamous for its 
oe a tn 
environment. 


Centrally Located 
BROAD at WALNUT 
4M. Rosinson, Manager 


Affiliated Hotels 
NEW WILLARD 








It would be worth your while to get in 
touch with us before you sell any of 
your SURPLUS and DISCONTINUED 
LINES, as we have an extensive export 
and domestic outlet for almost anything 
in footwear. 


KIRSCH-BLACHER CO., Inc. 


624 Broadway, New York, N. Y. 














Now Spring—Then Summer 
at the 


ST. CHARLES 


On the Boardwalk — Atlantic City 
OU’'LL have a new sort of enjoy- 
ment during these seasons which 

form a considerable, mild and balmy 

slice of the year. 
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MERCHANT NEEDS 


MERCHANT NEEDS 





rm OSCAR ONKEN co 


Display Fixtures of Quality 


IN WOOD ONLY, BUT IN MANY PERIODS © 
Do You Need New Fitting Stools? 


This one, and the other one we make, are 
without parallel for strength, comfort and 
convenience. 








Stools Are Priced from $4.00 Up. 


iif 


Manufacturers for 47 Years 
Of interest to the Window Dresser 
ASK FOR DESIGN BOOK A-11 


We manufacture 
Show Window 
Display Fixtures, 
Shoe Fitting 
Mirrors, Folding 
Shoe Chairs, etc. 














SPECIAL FIXTURES MADE FOR ADVERTISING PURPOSES A 
One of the Two Best Lines Made 





CINCINNATI, O. 





CAHILL BOX MARKER 


(Copyrighted) 











Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 

Made in all styles 
to suit any shelving 
condition. 

Get our price before 
placing your order 


Milbradt 


Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 
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H-W reed and fibre furniture offers 
many possibilities for fine shoe store 
seating. The above chair, in a beau- 
tiful finish and upholstery, will 
help to create an attractive, ap- 
pealing atmosphere in your store. 
Write for information and prices. 
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ateeen . Md.; 
N. Y.; Chicago, 
Angeles, 






Boston, Mass.; Buffalo, 
Ill.; Kansas City, Mo.; 


Calif; New York, N.Y.; 





Philadelphia,Pa.; St. Louis,Mo.; Port- 





.» Oregon; 


San Francisco, Calif. 









































A VERY EFFECTIVE 
MACHINE 


For printing the stock number, 
description, size and width and 
selling price of the shoes on the 
carton or the index card for the 


Cahill carton. 
PRICE, $4.00 


Mailed on Approval 











WINDOW 
DISPLAY F g gear 


I SEGALLE SONS 


923 ARCH ST. 
PHILADELPHIA, PA. 




















|. Royal 
Leather 
| Dyes 


Another new compound just 
leaving our Laboratory for the 
trade, No. 75. A very high 
grade glazed product. In all 
fancy colors in Red, Blue, Pink 
and Green in all shades, made 
> to order only. To be applied by 
airbrush. 
Patent applied for 


$ EMIL RUBLACK 


Office and Salesroom 
140-142, West Broadway 
New York, N. Y. 
Established 1903. 


Laboratory and works, 
4 Bergenfield, N. J. 















QsTasiisnED 


LABE LS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


263-27) LEXINGTON AVE. BRODKLYM. at 
AMERICA’S CREATEST 
SHOE CARTON @& LABEL MPCS 

















New Miami Store 


MiaMI, Fia. (UTPS)—Miami’s new- 
est shoe store is Dittrich, Inc. It is 
located at 137-139 Seybold Arcade, and 
carries a complete line of women’s foot 
wear. The slogan adopted, and which 
appears on all advertising matter as 
well as in the windows, is “Dittrich, 
Footwear for the tropics.” The store 
is making a specialty of Menihan’s 
Arch Aid shoes. This type is partic- 
ularly adapted to tropical wear. Ho- 
siery is also carried in the new shop. 
The president is O. A. Dittrich, who for 
several years has been identified with 
the shoe business in Miami. 


Open Women’s Dep't 


NASHVILLE, TENN. (UTPS)—Lebeck 
Brothers’ department store at 518 
Church Street, has opened a shoe de- 
partment on its main floor that will 
handle Queen Quality shoes for women. 
O. E. Sudduth has been placed in 
charge. 


Polak Sells Out 


Detrorr, MicH. (UTPS)—Anthony 
Polak has sold his store fixtures and 
stock of boots,:shoes and rubbers to 
Karl Kozak, who will conduct the bus- 
iness at the same address, 9029 Mt. 
Elliott Avenue, Detroit. 


April 28, 1928 
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Dont Wait! / Act Now / 


es SEND YOUR ORDER AT ONCE FOR WINDOW TRIM 
MATERIAL AND NEWSPAPER ELECTROS FOR 


DE Sonali 


Rai 


JUNE 167-23 








Cincinnati Awaiting 


Favorable Weather | 


CINCINNATI, OHI0.—Sales at local re- 
tail shoe stores since Easter are reported 


to be less than half as great as those | 


for the two weeks following spring 
openings, but merchants are not the 
least bit pessimistic about what late 
spring and summer will bring. 
retailer said that more shoes will be 
sold in Cincinnati than ever before and 
all that women are waiting for is set- 
tled weather. A sprinkling of every- 
thing from staple styles to extreme 
novelties are moving with black patent 
continuing in the lead. Pumps and 
straps are the favorite patterns and 
14/8 to 18/8 heels reign supreme, al- 
though some shoes with heels up to 
21/8 are selling. 

Attention is usually centered on some 
certain novelty but everything that has 
been offered this season has moved ex- 
ceptionally well, reported H. E. Mor- 
isse, manager of Irwins’ Shoe Depart- 
ment. A condition of this kind not only 
makes it hard on the manufacturer and 
retailer but is causing the public to 
have to pay a higher price for its foot- 
wear needs. Blue, red and green kid 
is selling at Irwins’ and cloth and trim 
shoes are very good. Black patent in 
pumps and straps are expected to hold 
the lead through summer and white kid 
is making a good start. 

Black patent and black kid have been 
the best sellers at the Big Store since 
spring openings, according to J 
Roettkin, Shoe Department manager. 
Some Toyo Straw is moving and a few 
calls are continuing to come in for 
fabrics. Colored kid is moving slowly, 
Mr. Roettkin reported, and trims and 
pipings are not coming up to early ex- 
pectations. The demand for sandals in 
the $3.85 to $4.85 grade is fairly active 
at the Big Store. 


Jay J. Mears Dead 


ASHEVILLE, N. C.—Jay J. Mears, pro- 
prietor of the Upstairs Shoe Store, 15 
Biltmore Street, this city, died sudden- 
ly April 1. He was one of the leading 
shoemen of this community. 

S. P. Mears, his brother, has been 
appointed executor of his estate and is 
settling all claims at the store address. 


One | 


New Fort Worth Store 


Fort WortTH, Tex. 
win’s Slipper Shop, at 
Street, is a new Fort Worth shoe store, 
started April 16 by the Jolesch Shoe 
| Company of Dallas, operator of chain 
| stores in seven Texas cities. 

The store enjoyed a very good busi- 
ness on its opening day, when carna- 
tion favors were presented to women 
customers and visitors. 

Edwin’s Slipper Shoe is a two-price 
| store, everything selling either for $5 
or for $6, and claims to have the most 
| complete stock of widths and sizes to 
| be found in Fort Worth. 

J. M. Alexander, buyer for the Jol- 
| esch stores, opened the new Fort Worth 
|store and installed M. R. Thomas as 
| its manager. 


| 
| 
| 
| 
| 


C. W. Shafer Changes Job 


CoLUMBUS, OHIO (UTPS)—Charles 
W. Shafer, who has been assistant buy- 
er and manager of the shoe department 
at the Roberts Cloak House has been 
made manager and buyer for the 
women’s and children’s shoe depart- 
ment at the John M. Caren Co., depart- 
ment store. He has had 27 years’ ex- 
perience in selling and merchandising 
shoes, having previously been con- 
nected with the Dunn-Taft Co., where 
he was in charge of orthopedic work. 


Opening Men’s Shoe Dep’t 


PHILADELPHIA, Pa.—A men’s shoe 
department will be added by the 
Jacob Reed’s Sons men’s apparel store 
here, on May 15. The new department 
wilh be on the first floor next to the 
men’s clothing department and _ will 
carry Selz-Schwab and Nettleton shoes. 
Walter Kaiser, who has been with the 
store for the past five years, will man- 
age the new department. 





Lease in Minneapolis 


MINNEAPOLIS, MINN. (UTPS)—The 
Wear-U-Well Shoe Co. which has just 
opened a new store at 152 East Seventh 
Street, St. Paul, has leased in Minne- 
apolis a store at 16 Seventh Street, N., 
which is to be in charge of Otto Ham- 





borg. 


(UTPS)—Ed- | 
313 Houston | 


Urges Straw Hat and 


Light Shoe Tie-Up 


CoLuMBuSs, OHIO (UTPS)—Secretary 
|C. E. Dittmer of the Ohio Valley Re- 
tail Shoe Dealers’ Association, in a re- 
| cent bulletin to members of that organ- 
| ization in Ohio, West Virginia and 
Kentucky, urges retailers to tie up their 
summer weight campaign with the 
opening of the straw hat season, which 
is being arranged in many localities 
and which is generally dated May 15. 
He believes that there is a good oppor- 
| tunity for retail shoe dealers to cash 
|in on this campaign and to improve 
| their men’s business by showing the 
| public the advantages of wearing sum- 
| mer weight shoes after that date. He 
|should impress the men of his com- 
| munity that summer weights are the 
proper, correct and comfortable shoe 
for summer wear. 


New Shoe Stores 


Robert Simatovich, Forty-seventh 
Street, Blue Island, III. 

Clarence Fontius (Ground Gripper 
Shoe Store), Phelan Building, San 
Francisco, Cal. 

Frank Werner (Frank Werner Com- 
pany shoe salon), Elks’ Building, Nine- 
teenth and Broadway, Oakland, Cal. 

Bernie Oppenheimer (Shoe Depart- 
ment in the Eastern Outfitting Co.), J 
Street, Sacramento, Cal. 

Novelty Shoe Shop (at Samuels’ Silk 
House), 515 Fourteenth Street, Oak- 
land, Cal. J. H. Weitzenfeld, manager. 

Mike Biltz, 1124 Washington Street, 
Oakland, Cal. 

Paine & Hurst Department Store. 
(Shoe department in charge of Isaac 
John and A. H. Chase), Salt Lake 
City, Utah. 

The Bootery, 27 East Broadway, Sait 
Lake City, Utah. 

B. W. Morrill (at Maywood’s), 6135 
Heliotrope Drive, Los Angeles, Cal. 

Family Shoe Store, 175 East Main 
Street, Compton, Cal. 

Karl Shoe Stores. (Reported will 
open a new branch of its chain store 
system—22 stores in Los Angeles and 
Southern California) —at Monterey 
Park, Cal. 

W. E. Secombe (The Lewis Shoe 
Co.), San Diego, Cal. 
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Next Week 


you will find 


in the 


Boot and Shoe 


Recorder 


ELL and Repeat—Moving into 
AJ) May, June and July, three 
months when women—and men— 
will want new shoes of a seasonable 
nature. Getting the store and the 
stock ready for these months is the 
subject of our attention in next 
week’s issue. 


E are living in a_swift- 

moving world. Every week 
and every day sees some new mer- 
chandising idea coming to the fore. 
O. P. I., swinging on a circle through 
the South has picked up some real 
cash-register-ringing ideas, which 
_we present for the benefit of the 
merchants East, North, South and 


West. 


TYLES — new ones 
through all the time. 
you what—and why. 


coming 
We tell 
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GF THE SPRING a very young man’s fancy turns to thoughts 

of marbles. Summer brings baseball, Autumn football, 
and so on through the year. But whether it’s marbles 
or tops, baseball or football, makes little difference 
—the young man’s shoes are in for it. 
Vutco-Unit Box Tots are comfortable, and are spe- 
cially constructed to stand this every day, all day wear, 
where the wear comes hardest —AT THE TOE. 








{ Specify VULCO-UNIT BOx TOES for Children’s Shoes } 





THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY C 
Welts 


BECKWITH MANUFACTURING COMPANY this 
Largest Manufacturers of Box Goes in the World | 
STATLER BUILDING, BOSTON 
St. Louis 


Cincinnati Chicago 
GEORGE A. SPRINGMEIER G. W. KIBSY & COMPANY OSCAR F. WRIGHT COMPANY 
Addr 
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